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A LIVING IDEA in a trademark 


We human beings represent a composite of all the evolution of the past. 
Generation after generation has added its bit to the cultivation and devel- 
opment of our present self. Therefore in looks, in action, in thinking, we 


are a part of our forefathers. 


All through the ages men have had one thing in common—time. Our 
tomorrows, the pathway of man, have lured us on into old age. The todays 
are all that man ever knows as certainties. It is only natural then for 


men to “Live for today”—to spend their money for current tangibles. 


The lure of tomorrow with its uncertainties calls for some device to 
provide a sense of security to man. Life insurance is that device, proven 
by the test of time to eliminate tomorrow's uncertainty and give peace of 
mind to men, thereby enabling them to “Live for today.” Therefore to 
“Insure for tomorrow” will add to today’s pleasure. 

This consciousness of today’s happiness and tomorrow’s security is free- 
dom and liberty, as illustrated by the symbol of our faith in such belief. 

The Midland Mutual Life’s trademark is a living idea conforming to 
human ideals. It represents the type of client-treatment held uppermost 


in all dealings—the client’s ideals being of first consideration. 


Favorable reaction to our trademark and the ideals for which it stands 


is what we aim and strive to merit. 
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@ Loose-leaf for progressive accumulation of up-to-date data. 


@ Not mere editorial opinion but experience and practices of 
successful Underwriters — indexed for easy finding. 





HE DIAMOND LIFE BULLETINS 
SERVICE gives you everything you 
need and can use in the way of selling ideas 
and statistical information “under one roof.” 


1 You gain access, thru The Diamond Life 
® Bulletins Service, to the best and most prac- 
tical selling plans as they are developed by outstand- 
ing Underwriters. In many instances, extremely 
valuable ideas come to our desk automatically 
because of our long established editorial contacts 
over the entire country with the best thinkers in 
the business. In addition, ideas are gathered by 
personal conference with the editors, by a study of 


all Company house organs, by regular monthly 
reviews of general business magazines, trade papers, 
services and texts on general selling, as well as 
current Life Insurance literature. 


This great reservoir of material is made prac- 

* tical for your use by expert editing which fits 

it to your needs—bringing to you practical material 

in its most usable form. All this material is classi- 

fied and indexed for easy reference. Hence, it is 

unnecessary for an Agency to accumulate a great 

library of unrelated books and services with their 

excess of unusable material, not to mention the 
expense. 


These practical ideas are placed at your finger 
® tips for ready reference and assured against 


loss after filing, because The Diamond Life Bulletins 
Service is bound in loose-leaf form. 


New and worthwhile plans and techniques are 

*" yours as fast as they are developed —to be 

easily, quickly incorporated in The Diamond Life 

Bulletins binders. Your Service in this way is 
always kept up to the minute. 


You will also have at your finger tips a com- 
" posite rate book of 45 leading companies 
corrected monthly. Not merely announcements of 
changes as given in news magazines, but actual 
rates, actual dividends, actual surrender values and 
exact policy information as shown in company rate 
books and their supplements—filed where you can 
quickly and easily find them. 








“A MILLION DOLLARS AN OUNCE" 


In addressing the New York City Life Underwriters Association’s November meeting, L. A. Cerf, Sr., retired New 
York City General Agent of the Mutual Benefit Life and one of the greatest General Agents the country has ever pro- 
duced, recommended that Agents study the Diamond Life Bulletins. He said, “Friends, there is stuff in the D. L. B. 
that is worth a million dollars an ounce.” 








TWO EASY MONTHLY PAYMENT PLANS 


1-year Time-Payment Plan; ($78) $6.50 with order and $6.50 a month for eleven months. 
2-year Time-Payment Plan; ($120) $5.00 with order and $5.00 a month for 23 months. 


THE DIAMOND LIFE BULLETINS .. 420 East Fourth Street . . Cincinnati, Ohio 








THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill, U.S.A. Forty-fourth year. No. 22. Friday, May 31, 
1940. $3.00 per year, 15 cents per copy. Entered as second class matter, June 9, 1900, at the post office at Chi- 
cago, Ill., under Act of March 3, 1879. 
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Zimmerman Firm 
in Stand on INEC 
Net Cost Comparison 


Declares Use of Material 
by Agents Is Highly 
Unethical Practice 


LOS ANGELES—Denouncing the 
use by life agents of net cost compari- 
sons released by the TNEC as “uneth- 
ical, if not illegal,” -C. J. Zimmer- 
man, president of the National Associa- 
tion of Life Underwriters warned in an 
address before the Los Angeles associa- 
that “if these comparatively few 
individuals continue to use 
such unfair, incomplete comparisons, 
other underwriters may very well be 
tempted to fight fire with fire.” 

“Et has come to my attention,” he 
declared, “that some agents are indulg- 
ing in this highly questionable practice. 
The National Association of Life Un- 
derwriters will use every means in its 
power to discourage these methods of 
doing business and will make an imme- 
diate attempt to eliminate them.” 

Citing the fact that the TNEC report 
itself points out the incompleteness of 
these comparisons and indicates that in 
the case of many companies such com- 
parisons, if used without a complete and 
exhaustive review of the facts, are un- 
fair, Mr. Zimmerman said: 


Incomplete Comparisons 


tion 
misguided 


“No one needs to be reminded that 
some of those companies which appar- 
ently stand in a favored position on one 
net cost comparison may stand in a 
much less favorable, and even in an un- 
favorable, position in other net cost 
comparisons. If continuation of  in- 
complete comparisons caused agents to 
fight fire with fire, everyone would 
suffer. Such competition not only re- 
sults in waste of time to the agents and 
loss of business to the agents and com- 
panies, but, most important of all, it 
results in disturbing public confidence in 
the institution ar in their: present in- 
surance holdings, and therefore is a de- 
terrent to the purchase of new insurance. 


Competitive Element Develops 


“No sales business is more compet- 
itive than is life insurance. With more 
than 300 legal reserve companies oper- 
ating in the United States today, a nat- 
ural competitive element develops. That 
competition, however, has been placed 
on a high ethical, constructive basis. 
This has not come about over night, 
however. For many years the National 
Association of Life Underwriters has 
advocated, and finally to a great measure 
achieved, a high plane of ethical com- 
petition among the field forces.” 

The National association president 
said that he saw in these comparisons 
a return to “the vicious, destructive 
methods of mud-slinging competition 

(CONTINUED ON LAST PAGE) 


A.L.C.Members Tell Story 
of State Control to TNEC — War Clause |s 


An account of the accomplishments of 
state supervision of insurance was ten- 
dered to the Temporary National Eco- 
nomic Committee by the member com- 
panies of the American Life Conven- 
tion in a brochure filed Wednesday. It 
is entited “State Supervision of Insur- 
ance and the National Association of 
Insurance Commissioners,” and consists 
of 27 printed pages, with a cover. 

The statement was prepared by the 
A.L.C. headquarters and was edited by 
the executive committee and a special 
committee of various insurance compa- 
nies, and was not filed by the A.L.C. as 
such. Preliminary to filing it was sub- 
mitted by Col. C. B. Robbins, manager 
and general counsel of the A.L.C. to all 
the member companies and their indi- 
vidual approval solicited. 

The companies requested the state- 
ment be made a part of the TNEC rec- 
ord taken in the investigation of the life 
insurance industry. 


Record During Depression 


“It is not the purpose of this state- 
ment to extoll the results which they 
have accomplished—the record of the 
companies speaks for itself,” the state- 
ment concludes, “but it is a matter 
worthy of note that while there were 
some failures during the depression years 
the amounts of insurance in failed com- 
panies were minute in comparison with 
the total amount of insurance in force, 
and losses to policyholders in failed com- 
panies by reason of liens imposed upon 
their reserves, amounted to a fraction 
of 1 percent of the total amount of funds 
entrusted to the life insurance compa- 
nies by their policyholders. Since the 
imposition of such liens by the various 
state authorities many of them have 
been substantially reduced.” 

There is a history of state supervision 
and the start of the commissioners con- 
vention in 1871. There follow chapters 
on uniform blanks, official examinations 
of insurance companies, valuation of 
securities, reserves and obligations of 
companies and uniform laws. 

“Uniformity in statutory enactment 
and state regulation has increased from 
year to year,” the statement asserts. 
“And the most important organization 
which has carried on the work has been 
the National Association of Insurance 
Commissioners.” It was explained the 
commissioners association operates un- 
der a written constitution entitling each 
member to one vote, that although it 
provides for only one annual meeting, 
another or adjourned meeting has been 
held each December since 1913 and some 
times a third meeting. The average num- 
ber of departments represented at regu- 
lar meetings has been about 35. 


Cites Uniform Blanks 


“One of the greatest accomplishments 
of the National Association of Insurance 
Commissioners,” the statement goes on, 
“has been the adoption of the uniform 
blanks used by the insurance companies 
in making their annual reports to the 
several departments. It has been said 
that the uniform blank was the essential 
idea upon which the association was 
founded. With the uniform blank form 


in use today, annual reports to the de- 
partment are simple in comparison with 
the difficulties the companies must have 
experienced with the inadequate and im- 
mature forms of the middle of the last 
century before the days of the National 
association, in reporting to a large num- 
ber of states, each with different re- 
quirements, with different standards of 
valuation, and requiring a maze of mis- 
cellaneous information as might be de- 
termined by the official of each depart- 
ment demanding the report. Also it was 
customary for the companies to exercise 
some discretion in meeting the require- 
ments. It was a far cry from the in- 
adequate form of the 50’s and 60's to the 
‘balanced’ form adopted by the associa- 
tion of 1875. 

“With exchange of ideas culminating 
in the formation of the National Con- 
vention of Insurance Commissioners, it 
is not surprising that the process of im- 
proving the form of annual report was 
accelerated. During these years there 
was some extensive controversy over 
the inclusion of accrued and deferred 
items in income which ended in the pre- 
scription of the cash basis of accounting, 
thus laying the foundation for the bal- 
ance between income and disbursement 
and ledger assets, adopted by the con- 
vention in 1875, and crystallizing years 
of experiment with income and expendi- 
ture schedules into the statement which 


balanced these schedules with ledger 
assets of the preceding and current 
years.” 


Element of Precision 


It was pointed out the balance form 
for life companies subsequently was 
adopted for fire and casualty companies 
about 20 years later and one of its chief 
gains was perhaps a reassuring element 
of precision and definition attaching to 
income and disbursement. 

Some space was devoted to an ex- 
planation of the convention blank with 
statement of income and disbursements 
and of assets and _ liabilities, income 
being classified under some 30 headings, 
disbursements in 60 items. 

“An account of the efforts of the Na- 
tional association to attain cooperation 
and unity in the matter of conducting 
official examinations of insurance com- 
panies shows again how the influence of 
the association has made itself felt,” the 
statement went on. “The examination 
of a company requires considerable time 
and effort on the part of several indi- 
viduals conducting the examination and 
the cost in most instances must be 
borne by the company itself. 


Purpose of Examination 


“In -general the main purpose of a 
convention examination is to inform as 
adequately as possible the public and 
supervising officials of the various states 
relative to the progress and management 
policies of the company, its internal 
management and plan of operation, 
soundness of its investment policy and 
agency organization, nature of its pol- 
icy contracts, its treatment of policy- 
holders, nature and accuracy of its ac- 
counts and records, the value and 

(CONTINUED ON PAGE 5) 


Idea of General 


Being Pondered 


Many Actuaries Favor 
Action, But Time May Not 
Be Regarded as Ripe 


The possibility that the companies 
generally may apply war 
clause either on all policies or on poli- 
cies of male applicants between certain 
ages is being taken seriously these days. 
During the period of informal discussion 
at the annual meeting of the American 
Institute of Actuaries in Chicago, 
eral of the speakers advocated use of a 
permanent war Western & 
Southern Life a year ago inserted a war 
clause in all of its ordinary policies and 
has met with no sales resistance on that 
account. 

It is understood there have been some 
exchanges of views of an informal na- 
ture among companies on the idea of 
taking joint action in this respect. 

Marquis Bowman, Chicago general 
agent for Bankers Life of Lowa, in a 
bulletin to his agents makes this state- 
ment. 


Expects Action Momentarily 


“Any day now you can expect to re- 
ceive notice by letter or telegram that 
all future applications under age 45 or 
50, including any applications previously 
submitted C.O.D. will be issued with 
war risk exclusion or as special cases 
at $10, $25, $50 or $100 per $1,000 extra 
premium as in the last world war.” 

At the actuarial meeting, there seemed 
to be unanimity of opinion as to the de- 
sirability of extending the application of 
war exclusions. There was no speaker 
who raised a dissenting voice and judg- 
ing from the conversation in the lobbies, 
the actuaries are pretty largely of one 
opinion. There seemed to be some feel- 
ing that the companies might be called 
unpatriotic if they should take this step 
but several of the speakers pointed out 
that the present premiums are not suffi- 
cient to take care of the war hazards 
and that the government through gen- 
eral taxation, should assume _ responsi- 
bility for insuring the lives of combat- 
ants, as it did in the last war. 

A good many actuaries seem to feel 
that the time is perhaps not yet ripe for 
use of a general war clause. They be- 
lieve that the indications of this coun- 
try’s possible involvement are too ob- 
scure as yet and the type and extent: of 
exposure of Americans to the war haz- 
ard are as yet too uncertain to provide 
a basis for a wise decision at this par- 
ticular moment. 

Owing to the critical situation in war- 
blasted Europe and the spectacular suc- 
cess of Germans in carrying out their 
strategy, coupled with the increasing 
sentiment in the United States that it 
must be prepared to rebuff all efforts of 
military crowned nations to get a foot- 

(CONTINUED ON LAST PAGE) 
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Parley Eye War Clause, 


Hospital Cover, Options, Expenses 


The annual convention of the Ameri- 
can Institute of Actuaries in Chicago 
was one of the best attended in its his- 
tory The attendance was swelled by a 
number of those who had remained over 
from the sessions of the Home Office 
Life Underwriters Association at the 
same place the preceding three days and 
by a large delegation of members from 
the coast. 

R. A. Hohaus, associate actuary Met- 
ropolitan Life, the president, and_ all 
other officers were reelected. The reg- 
istration included 87 fellows, 49 associ- 
ates and 52 representatives of contribut- 
ing members. 

Three new members were elected to 
the board of governors, they being John 
M. Laird, vice- -president Connecticut 
General, who had just been elected presi- 
dent of the Actuarial Society of Am- 
erica; W. A. Jenkins, Teachers Insur- 
ance & Annuity, and C. H. Tookey, 
Occidental Life of California. 


New Contributing Members 


W. D. MacKinnon, Equitable Life of 
Iowa, reporting as secretary, stated that 
these companies had been elected as 
contributing members: Union National 
Life, Life of Virginia, Security Mutual 
of Nebraska, Texas Life, Empire Life 
& Accident, United Benefit, Peninsular 
and Protective Life. 

He announced that a joint committee 
of the Institute and Actuarial Society 
will publish the report on revision of the 
mortality table that was prepared by a 
committee headed by A. N. Guertin, ac- 
tuary of the New Jersey department. 

During the period of informal discus- 
sion that was in the open, the greatest 
interest centered about the subject of 
war clauses. However, very few mem- 
bers volunteered to give observations. 
The entire audience was prepared to 
listen but few were prepared to con- 
tribute to the discussion. Apparently 
the technical aspects, involving phrase- 
ology, legal and departmental situations, 
were pretty thoroughly understood and 
action and thinking on the subject 
hinged so much on day to day develop- 
ments on the war front few members 
felt that valid conclusions could be pre- 
sented at the moment. 


W. O. Menge’s Obsevations 


\W. O. Menge, Lincoln National, re- 
called that his company last October 
put into effect a low maximum limit for 


policies, free of war clause, for certain 


groups, including members of the armed | 


forces, reserves, civilian pilots, National 
Guard and civilian conservation corps 
and American merchant marine. Those 
limitations, he stated, are continuing in 
effect. For policies in excess of the 
minimum, Lincoln National will issue 
insurance with war clause, limiting re- 
covery to return of premiums paid in 
the event of death from any cause in 
overseas military service. 

The number of policies issued with 
war clause has been small, he said. 
Thirty-five states have approved the 
Lincoln National clause and that com- 
pany is permitted to use it in all states 
in which it operates except Texas. In 
the latter state, limitation of recovery 
depends on causation of death instead of 
the type of service in which the assured 
is engaged 

Mr. Menge 
get the facts 
active military 


observed that it is easy to 
about those who are in 
service but facts about 
affiliation with National Guard, Reserve 
Officers Corps. etc., are not always de- 
veloped in the application and inspec- 
tion report. Accordingly, for males 
ages 16 to 49, Lincoln National employs 
a special questionnaire inquiring about 
citizenship, membership in military or- 


ganizations, etc. He said that these 
days applications for insurance from 
males ages 16 to 30 vary in number with 
the war headlines. 

Public opinion in this country, accord- 
ing to Mr. Menge, is not yet attuned to 
the idea of active participation in the 
war, but opinion may reach that point, 
he declared. In the past war, the gov- 
ernment recognized that the cost of in- 
surance for combatants should be 
charged against the public and he pre- 
dicted that if this country enters the war 
the United States will pursue the same 
policy again. The companies, he de- 
clared, should protect the interests of 
their policyholders. 


Western & Southern Practice 


Richard J. Learson, Western & 
Southern Life, said that his company 
uses a total exclusion clause for war risk 
ia its ordinary policies. 

The clause was recently amended to 
conform to the Illinois requirements. 
The total exclusion clause has been in 
use since Jan. 1. 1939. There is no war 
clause in the industrial policies. 

A. G. Hann, Pacific Mutual Life, said 
he admires the course that Western & 





Metropolitan Life Actuary 
Dies; Retired Recently 








JAMES D. CRAIG 


NEW YORK—James D. 
who retired last January as 
dent of Metropolitan Life, died at his 
home in Ridgewood, N. J. He had 
been in poor health for several months. 

When he retired he had been with 
the Metropolitan 43 years. He was re- 
garded as one of the country’s leading 
authorities on social insurance and on 
retirement plans. He had been active 
in the Actuarial Society of America, 
serving as president in 1928-30. He was 
also a former president of the Casualty 
Actuarial Society and was a member of 
the American Institute of Actuaries and 
American Mathematical Association. 

Mr. Craig began his career with the 
Metropolitan in 1896 as a clerk in the 
actuarial division. He became an as- 
sistant actuary, then actuary, and in 
1922 actuary. Mr. Craig’s father, the 
late J. M. Craig, was also a noted ac- 
tuary, having been the Metropolitan's 
actuary until 1922, at which date he had 
been with the company 50 years. J. D. 
Craig's son, D. S. Craig, also an actuary, 
is assis stant manager of the Metropoli- 
tan’s ordinary insurance department. 


Craig, 62, 
vice-presi- 


Southern is pursuing. He advocated the 
use of a permanent war clause. The 
actuary, he declared, must place insur- 
ance on a basis that is sound and he 
must make the coverage as complete as 
possible He expressed the opinion that 
present premiums are not adequate to 
provide for war coverage. 


The mortality of combatants in the 
new war, he said, is infinitely greater 


than it was in the last war. Also the 
mortality of non-combatants is high. 

Moreover interest earnings are far less 
today than they were during the former 
war and the companies don’t have that 
safety valve. 

“The question is,” he said, “are we 
going to take a chance or are we going 
to face the issue squarely?” 

The responsibility of providing cover- 
age for combatants, he said, is that of 
the government to be met through gen- 
eral taxation. 

O. Shepherd, Travelers, said that 
he favors a permanent war clause. The 
companies should not be misled by a 
false sense of patriotism, he declared. 
The objective should be to be patriotic 
more wisely and with more justice. 





EXPENSE ANALYSIS 





One question that elicited considerable 
discussion was in respect to the role of 
the actuary in the valuation of asset 
items and with respect to expense prob- 
lems. 

E. W. Marshall, Provident Mutual 
Life, in a paper that was read in his 
absence, declared that the actuary must 
appraise all elements of the insurance 
and financial risks. In order to make 
recommendations as to dividend, sur- 
plus, etc., he must have a knowledge 
of the entire situation. The valuation 
of assets is most important, he observed. 
An unrealistic valuation may cause an 
over distribution in dividends, which 
later may make necessary an exagger- 
ated reduction in dividends when the 


true nature of the assets becomes 
known. 
Valuations of assets, he said, should 


reflect the future as closely as possible. 
He advocated charging off all possible 
losses and taking credit for gains only 
when they are actually at hand. The 
actuary should insist that the manage- 
ment follow such a policy. 

The actuaries, he said, should study 
the controllable expenses closely. With 
new business declining in most compa- 
nies, the question is of special impor- 
tance. The actuary, he said, can drama- 
tize to the management the need for ef- 
fort in effecting savings. So far as un- 
controllable expenses such as taxes are 
concerned, the actuary should appraise 
the present and future effects so that an 
increase in taxes will not cause undue 
disturbance. 


Must Remember Possibilities 


The actuary must keep in mind at all 
times the possibilities of asset deprecia- 
tion, war, epidemics, unusual demands 
for cash withdrawals, etc. 

Roy R. Benjamin, Metropolitan Life, 
said the actuaries should interpret com- 
pany expenses to the management and 
the various departments. Expenses, he 
said, are subject to analysis just as much 
as death claims. A statement of total 
death claims is not useful in guiding 
underwriting practices but there must 
be supplied a breakdown in respect of 
amount, age, plan, etc. 

A routine cost analysis is useful but 
it is more important to interpret ex- 
penses in terms of cost to the policy- 
holder. The company may have a very 
good record so far as stenographic cost 


per hour is concerned, in the cost of 
paying death claims, etc., but these econ- 
omies may be far more than offset by 
higher cost due to reduction in average 
sized policy, by high lapse rate, by ex- 
tensive optional settlement work. etc. 

Unit costs, he said, should be inter- 
preted in terms of effectiveness of opera- 
tion. The actuary can correlate many 
factors. He can provide answers to 
such questions as how much can be 
spent for sales promotion, for special 
services to policyholders, for conserva- 
tion, etc. 

The actuary, according to Mr. Ben- 
jamin, should encourage expense con- 
sciousness in the company. He should 
supply department heads with useful in- 
formation on expenses over which these 
officers have control. He emphasized 
that this information should be in simple 
terms and brief. 

In responding to the question regard- 
ing the current situation in hospitaliza- 
tion insurance, G. W. Fitzhugh, Metro- 
politan Life, pointed out that eight large 
life companies last year had insured 
825,000 employes for hospitalization and 
he estimated that all life companies had 
as many as 1,000,000 insured. The eight 
companies, he said, have covered some 
600,000 employes under surgical opera- 
tion contracts. 


Coverage for Dependents 


Interest in hospitalization insurance, 
he said, increased greatly with provi- 
sions including dependents of employes. 
The hospital associations have pushed 
that feature aggressively, he said. 

At first there were some obstacles to 
the issuance of coverage on dependents 
but now they can be included in all 
states except Washington. 

Mr. Fitzhugh said there is a decided 
selection at the inception of the con- 
tract and the claim rate has increased 
over the first two or three years. He 
expressed the hope that the trend will 
not keep increasing for the next five 
and six years and that there will be a 
leveling off at some point. 

The companies are finding that the 
cost of these additional coverages, on 
top of group life and group accident, 
are becoming heavy and unless an em- 
ployer makes a major contribution the 
cost to the employe may become a big 
burden. He suggested that some limit 
might be placed upon the total con- 
tribution of employes for all types of 
benefits, perhaps 3 or 4 percent of pay- 
roll. If the employes are called upon 
to make higher foc Mo than that 
there is the danger that the group will 
deteriorate; that the most satisfactory 
assured will drop out. 


Views of K. B. Piper 


K. B. Piper, Provident Life & Acci- 
dent, estimated that some 4,500,000 are 
insured under non-profit hospitalization 
plans. The need for hospitalization in- 
surance, he said. is most apparent in the 
middle range of income, those who are 
accustomed to semi- -private accomoda- 
tions and who will not accept the care 
that is given indigents. 

In group cases, the enrollment is 
more complete in higher income groups, 
he declared. Among the lower income 
workers, the benefits have to be supple- 
mented by insurance against surgical 
fees, he declared. The other medical 
fees are not too burdensome for the 
individual to handle himself. 

The large number of self employed 
persons cannot be brought under group 
coverage and the non-profit organiza- 
tions seem to have little interest in these 
individuals. 

Rates are not stable, particularly in 

(CONTINUED ON PAGE 16) 
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Responsibilities of : 
Agent in Contacting 
Public Stressed 


Massachusetts Mutual Life 
Holds Regional Gatherings 
—Emphasizes Service 








The responsibilities of life agents in 
their contacts with the public were 
stressed by Chester O. Fischer, vice- 
president, at the three regional educa- 
tional conferences of the Massachuetts 
Mutual Life at Swampscott, Mass., Ni- 
agara Falls, N. Y., and Atlantic City. 

In analyzing the need for maintaining 
the public confidence which life insur- 
ance has long enjoyed, Mr. Fischer said 
that in the decade at hand, more than 
ever before, agents must be equipped 
with full knowledge of the purpose and 
functions of life insurance. They must 
meticulously discharge their duties in 
carrying to the insuring public an intelli- 
gent explanation of life insurance. The 
individual policyholder must be made to 
understand the application of insurance 
to his financial circumstances if he is 
to be a satisfied customer in the truest 
sense, he declared. ; : ; 

There must be integrity of product, of 
thinking, of purpose and of performance 
in life insurance, Mr. Fischer declared. 
Knowledge, courage, enthusiasm, sincer- 
ity, and willing and constructive effort 
are demanded. 

Intense Competition for Dollar 

The intense competition by all com- 
modities for the consumer's dollar re- 
quires a definite plan on the part of the 
life agent, Paul Blackmur, Boston, de- 
clared before the Swampscott confer- 
ence. He urged agents to set a finan- 
cial quota and to determine the amount 
of commissions they must earn to meet 
it. Mr. Blackmur has his 1940 financial 
plan charted so that he can check it 
every month as he proceeds towards his 
goal. It is important that the agent be 
familiar with the social and economic 
trend, so that he can fit his product to 
the trend. Agents in the 10 percent 
class who sell 90 percent of the business 
have definite ideas in searching for buy- 
ers, he said. 


Explain Work Plans 


A three way attack on “My Plan of 
Work,” was presented by M. L. Bu- 
chanan, Boston; C. A. Bursley, Provi- 
dence, and J. M. Huberman, Boston. 
The importance of study and research 
was stressed by Mr. Buchanan, who is a 
past president of the Boston C. L. U. 
chapter. By qualifying themselves to 
give service, agents are better able to 
reach prospects with specific estate prob- 
lems. In organizing himself for the job 
of selling, the agent should decide what 
type of people he wishes to serve and de- 
termine what he has to know to be able 
to serve them. Prospects like to do 
business with people somewhere near 
their own intellectual level. If the agent 
wishes to write large cases, he must have 
a good understanding of the problem 
which moneyed men face. He must be 
able to devise a sound plan for distribu- 
tion of the prospect’s estate and keep 
familiar with tax laws and regulations. 

Unfavorable public impressions of 
agents can be overcome if each agent 
will do his job more thoroughly, more 
conscientiously and omit short cuits and 
smart approaches, Mr. Buchanan de- 


clared. Daily study is motivating and 
essential to progress, but it is only 


through constant application of acquired 
knowledge to the problems of the public 
that skill is acquired. 

(CONTINUED ON PAGE 17) 
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Dan Boney Renominated 
as N. C. Commissioner 








DAN C. BONEY 


RALEIGH—Dan -C. Boney was re- 
nominated for insurance commissioner 
of North Carolina over William B. Oli- 
ver of Fuquay Spring in the Demo- 
cratic primary May 25 by a majority of 
approximately 2% to one. In this state, 
of course, nomination by Democratic 
primary is equivalent to election. 

Mr. Boney has been North Carolina 
commisioner 13 years and is one of the 
most valued members of the National 
Association of Insurance Commission- 
ers. 

Mr. Boney in his campaign literature 
stressed that during his service not a 
single North Carolina life insurance 
company has failed, and claimed that 


Fire-Casualty Lines 
Due for TNEC Probe 


SEC Attache Reveals That 
Life Field Men Might Get 
Social Security Numbers 


WASHINGTON—What many re- 
gard as a reasonably accurate picture of 
the probable final results of the TNEC 
investigation of life insurance was given 
here this week in an informal, off-the- 
record talk by an attache of the Securi- 
ties & Exchange Commission who has 
followed every phase of the investiga- 
tion since the first hearings were held. 

Speaking unofficially, he said that late 
this year or early in 1941 the TNEC will 
conduct an investigation of the fire and 
casualty business similar in its scope to 
the probe which has been made of life 
insurance. 


Federal Supervision Favored 


Of special interest to life insurance 
field workers was his prediction that the 
TNEC would attempt to secure a social 
security number for every life insurance 
agent. He asserted that this is one oi 
the primary objectives of the TNEC. 
He also declared the TNEC wants a 
perpetual renewal income for the agent. 
That is, it is felt that the agent should 
have some kind of a renewal interest in 
a policy so long as the renewal is in 
force. Renewals should not be limited 
to 9 years. 

Federal supervision of the life insur- 
ance business in some form or other will 
be, he said confidently, strongly recom- 

(CONTINUED ON LAST PAGE) 








he “has engineered and secured reduc- 
tions in fire insurance rates for the past 
six years of more than $6.000,000.” 








the policyholder. 


direct mail campaign. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








HINDSIGHT AND FORESIGHT 


The Institute of Life Insurance, through President 
Holgar J. Johnson’s column, “Hindsight & Foresight,” is 
working for us all in 259 newspapers in 164 cities, with a 
total circulation of 20,000,000. 


Says President Johnson: 
column first of all to try to build added prestige for and con- 
fidence in you agents. We are trying to show that while 
salesmanship is essential in life insurance, you are a first rate 
service man as well. We are depending upon you to back us 
up by proving what we say is true.” 


You can also help by making the public fully acquainted 
with the column. There are few better ways than that of 
calling your policyholders’ attention to the column whenever 
it covers a subject under discussion by the underwriter and 
A clipping of a column can also be used as 
an approach to a prospect, for the clipping has the prestige of 
an authority, and can serve in opening an interview. Still 


another use it can be put to would be as an enclosure in a 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


“We are going to use this 


JOHN A. STEVENSON 
President 





Life Counsel Meet : 











at Hot Springs to 
Consider Trends 


Henley Presides in Ab- 
sence of President Wesley 
Monk Who Was Ill 


HOT SPRINGS, VA.—A round table 
discussion on the limit of home office 
legal advice led by Robert Dechert, 
counsel Penn Mutual Life, and Phineas 
Henry, general counsel Equitable Life 
of Iowa, was one of the main features 





ROBERT E. HENLEY 


at the two-day meeting here of the As- 
sociation of Life Insurance ‘Counsel. 

Robert E. Henley, chairman execu- 
tive committee, vice-president and gen- 
eral counsel Life of Virginia, presided in 
the absence of Wesley E. Monk, general 
counsel Massachusetts Mutual Life, the 
president, who was ill. 

Leo McNally, counsel of Northwest- 
ern National Life. read a paper the first 
day on “Investment of Fiduciary Funds 
in Life Policies and Annuities,” and J. 
W. Kinsinger, vice-president Midwest 
Life, presented an exhaustive review of 
Nebraska life insurance decisions and 
statutory law. 

The second day, Sylvester Smith, as- 
sociate general solicitor Prudential, gave 
a paper on “Modern Trends in Pleading 
and Trial Practice,” in which he gave 
considerable attention to experimental 
fields of discovery and pre-trial practice. 


Encroachments Are Repulsed 


Attempted encroachments in the in- 
surance business by outside businesses 
have been generally repelled by legisla- 
tures and the courts, Millard Bartels of 
Brosmith, Maxwell, Dully & Bartels, 
Hartford, stated in a paper on “What 
Constitutes Doing an Insurance Busi- 
ness?” 

“There are some recent indications,” 
he said, “that the field which has been 
occupied by the insurance business is 
being enlarged in accordance with the 
modern trend toward more regulation 
of activity affecting the public welfare.” 
He said the question is of great impor- 
tance because of the use of various risk- 
shifting devices in modern society. 

A contract, whatever is its name or 
form, is a contract of insurance if it con- 
tains five elements: The assured pos- 
sesses an interest of some kind suscep- 
tible of pecuniary estimation, known as 
an insurable interest; he is subject to a 

(CONTINUED ON LAST PAGE) 





Guanes Difionts 
Announce Program 


Parent Association and 
Two Affiliates Will 
Hold Meetings 


In addition to the annual meeting ot 
the Canadian Life Insurance Officers 
Association at the Mount Royal Hotel, 
Montreal, June 6-7, the Life Agency 
Officers Section will meet there June 
4-6, the Life Insurance Advertisers Sec- 
tion at the same place June 5-6. 

A. P. Earle, president of Montreal 
Life, is president of the parent body and 
is chairman of the reception committee. 
N. J. Lander, Continental Life, is first 
vice- president. G. W. Bourke, Sun Life 
of Canada, is second vice- -president. 

The mayor of Montreal will give a 
welcome and then President Earle will 
present his address. Dr. J. B. Collip, 
professor of biochemistry and director 
of department, McGill University, will 
talk on “Hormone Research.” Ray D. 
Murphy, vice-president and actuary 
Equitable Society, who has just retired 
as president of the Actuarial Society of 
America, will give a paper. R. Leighton 
Foster, general counsel, will present his 
At the annual dinner that eve- 


report. 
ning Adelard Godbout, premier of Que- 
bec province, and Dr. C. D. James, 
vice-chancellor and_ principal McGill 
University, will be the speakers. 
Joint Meeting Scheduled 

There will be an executive session 


during the afternoon, members of the 
agency officers and advertisers sections 
meeting jointly with the main body. 
J. A. MacLaren, president MacLaren 
Advertisers Company, will talk on 
“Twenty Years of Institutional Adver- 
tising,’ and Holgar J. Johnson, New 
York City, president Institute of Life 
Insurance, on “Why an Institute of Life 
Insurance.” 

On the last day there will be discus- 
sions of the report of the general coun- 
sel and committees, 


Agency Section Meeting 


E. J. S. Brown, Crown Life, is chair- 
man of the agency officers section and 
H. B. Wickes, Montreal Life, vice-chair- 
man. Superintendent of Insurance 
Georges Lafrance of Quebec will give an 
address at the opening meeting follow- 
ing a greeting from President Earle of 
the Life Officers Association. The Sales 
Research Bureau will conduct a forum 
the afternoon of June 4 and the morn- 
ing of June 5. H.R. Stephenson, man- 
ager Crown Life, will give an address 
June 5. 

H. L. Cawthorn-Page of the Metro- 
politan Life is chairman of the adver- 
tisers section. E. Morton, North Ameri- 
can Life of Canada, and W. 
Confederation Life, are vice-chairmen. 
Mr. Foster will talk on future activities 


A. Shields,* 


HeNATIONAL UNDERWRITER 








sailed R. I. Leader 
for National Trustee 

















RODERICK PIRNIE 


Roderick Pirnie, general agent at 
Providence for Massachusetts Mutual 
Life, has been endorsed for trustee of 
the National Association of Life Under- 
writers by the directors of the Rhode 
Island Life Underwriters Association. 
Mr. Pirnie is a life and qualifying mem- 
ber of the Million Dollar Round Table 
and will speak at the meeting of that 
group in Philadelphia in September. He 
is author of “Planning and Selling the 
Basic Estate,” which was published by 
THE Nation AL UNDERWRITER last fall. 
This volume outlines in detail the exact 
methods of Mr. Pirnie’s successful sales- 
manship. 


Has 18 Years’ Experience 


Mr. Pirnie entered the business in 
1922 at Springfield, Mass., for North- 
western Mutual and produced more than 
$200,000 during his first year. He later 
organized the Roderick Pirnie Estate 
Service with branches in Holyoke, 
Rochester and Providence. In 1925 he 
went with Monarch Life as general 
agent at Springfield, Mass., and in 1937 
went with Massachusetts Mutual as a 
personal producer. He was later named 
general agent there and more recently 
was transferred to Providence. He is a 
past president of the General Agents 
Association of Springfield and the 
Springfield Life Underwriters Associa- 
tion. Because of his record in the war 
he was appointed as one of the Ameri- 
can officers to attend Oxford. 





Insurance Commissioners’ 
Transportation Plans 


First Four Months 
of Social Security 


More Than $4,000,000 
Was Paid Out in 
Monthly Benefits 


WASHINGTON, D. C.— Federal 
Security Administrator McNutt an- 
nounces that 21,150 persons had been 
added to the old-age and survivors in- 
surance rolls in April, bringing the total 
now awarded regular monthly benefits 
to 62,364. April awards add $377,516 to 
the level of monthly payments, bring- 
ing it to $1,173,933 a month. 

In reporting these figures he noted 
that the number of claims from retired 
workers over 65 and from their wives 
past 65 is exceeding advance estimates 
by nearly 20 percent. Claims from 
widows, orphan children and other de- 
pendents in the case of the death of the 
breadwinner are lagging behind esti- 


mates. 
First Four Months’ Payments 
Mr. McNutt noted also that more 


than $4,000,000 had been paid out the 
first four months of this year in lump- 
sum death claims. A total of 13,149 
claimants, who were not now eligible to 
monthly benefits under the amended so- 
cial security act, received $1,917,124 on 
the death of insured workers; 23,622 
claimants received $2,148,198 under the 
old law as the result of deaths occurring 
prior to Jan. 1, 1940. 

Mr. McNutt said total claims ap- 
proved from Jan. 1 to Apr. 30, includ- 
ing monthly benefits and death benefits 
under both the original and amended 
acts, aggregated more than 100,000 or 
approximately 1,000 every working day. 

Following is a breakdown of the 62,- 
364 claims for monthly benefits which 
have been approved to date: 


Amt. of 

No. of Benefits 

Awards per Mo. 

Retired workers....... 38,915 $849,621 
Aged wives of retired 

WVOUMOIS 6.00 cs.c2% 0.0 6,307 73,692 

MSRBTON ao oois-g0 aces ns 12,185 149,567 

Aged widows ........ 396 8,130 

Widows with young 
UNA wos a waccecese ,061 92,923 


Canada Life Mortgage Officials 

The Canada Life appointed O. R. 
Burkholder manager of its mortgage 
branch in Philadelphia and B. E. Shaver 
manager of the Toronto mortgage 
branch. Mr. Burkholder has for nine 
years been connected with the company’s 
mortgage business in the United States. 
Mr. Shaver joined the investment de- 
partment in 1933, after previous experi- 
ence in the mortgage business. 





Illinois President Started 
with Chicago President 


May 31, 1940 


Annuity Rates May 


All Go Upward at 
an Early Date 


NEW YORK — Evidently the larger 
companies writing annuity business will 
all increase their rates, especially single 
premium annuities and annual premium 
deferred contracts where the premium 
payments are less than 10 years. Last 
March it was generally believed that 
this action would come on annuities, 
Company officials felt that annuities 
were on too low a basis so far as rates 
were concerned but it did not seem an 
opportune time to increase them. 


Watch New York Department 





The New York department has been 
investigating annuity rates and sent out 
a questionnaire some months ago as to 
reserves that were put up. There was 
a feeling that the department may take 
some action and instruct the companies 
to revise their contracts. This was dis- 
cussed at the meeting of the American 
Institute of Actuaries in Chicago last 
week. 

The Aetna Life not long ago an- 
nounced its increase and the Connecti- 
cut General and Travelers are expected 
to take similar action very soon. 


PINK DENIES REPORT 


Superintendent Pink denied that there 
was any basis for rumors that the New 
York department had instructed all life 
companies to increase annuity rates as 
of July 1. He said that the department 
would not consider such a drastic move 
except in a serious emergency and that 
no action is even being considered. 


HARTFORD SPECULATION 


HARTFORD, CONN. With 
Aetna Life’s increase in single premium 
annuities becoming effective June 1, the 
third major company to boost rates in 
the last half year, there is considerable 
speculation as to how many others will 
make similar moves in the next few 
months. Mutual Life of New York 
raised its rates in December and Pru- 
dential did so in February. 


Continued Low Interest 


Continued low interest rates have in- 
creasingly focused actuarial attention on 
the annuity rate problem since most 
companies write the single-premium va- 
riety on a nonpar basis. It is under- 
stood that a number of companies are 
considering rate increases but in view of 
the Securities & Exchange Commis- 
sion’s efforts in the TNEC hearings to 
read a monopoly angle into earlier inter- 
company annuity rate conferences each 
company is going on its own. 

While interest rates available on new 
investments are such as to call for an 
annuity rate rise for many companies 
unless a marked uptrend in interest rates 





of the section. There will be other fea- Commissioner Neslen of Utah, presi- b s t ill d d d 

tures of interest. dent National Association of Insurance =. pte actions wi vid r naire 

ee Commissioners, has appointed three de- F. P. Bieriger, Connecticut Mutual cn ee a es cyte 

: . partments to act as tran i ir- ae Pe peel : "ee ; Se A cpg : 
Parkinson Speaks in Akron I : # sportation chair general agent, Rockford, IIl., and presi- nuity business it is getting. 


men for the annual meeting to be held 
in Hartford the week of June 24. As 
already announced, the Illinois depart- 
ment takes charge of the Chicago area 
and those coming to Chicago to take 


dent-elect of the 
Illinois Associa- 
tion of Life Un- 
derwriters, en- 
tered the life 


Government must ease its strangling 
grip on the business life of the country 
if effective cooperation of labor, indus- 
try, and government in this time of in- 


Honor Weidenborner in St. Paul 
ST. PAUL—Old-time friends and as- 


ternational crisis is to be see igh T. I. the special train. Roy L, Davis, assist- as “ete sociates of Frank F. Weidenborner, 

Parkinson, president Equitable Society, ant Illinois director managing the Chi- cae a ae agency vice-president Guardian Life, 

said in an address before 400 business cago office, is in primary charge. Com- pr on Pen ‘ao paid him honor on his recent promotion 
‘ 


leaders at a joint meeting of the Akron, missioner Neslen has appointed Arthur agents employed &t 2 luncheon meeting of St. Paul Life 
_ “Saga of which Mr. Wei- 


— of commerce and Kiwanis J. Ham of Denver, former Wyoming bY Willian M Underwriters, Inc., 
Club. commissioner, as head of the transpor- = ied J sia denborner was secretary during his early 
es years in the insurance business in St. 


tation committee for the far western 
contingent. He is working out a plan 
whereby those interested will travel to- 
gether from Cheyenne to Chicago. Com- 
missioner McCormack of Tennessee is 
looking after the southern group. 





Hancock Mutual 
Life general 
agent in Chi- 
cago, who is 
now president-elect of the Chicago as- 
sociation. In 1927 Mr. Bieriger became 
manager of the life department of As- 
sociated Agencies in Chicago and in 
1931 took his present post at Rockford. 
He has been active in the Illinois asso- 
ciation for a number of years and is one 
of its most popular members. 





Paul. This was his first visit here since 
his elevation to the vice-presidency. 

Wr. Weidenborner was introduced by 
E. D. Allen, dean of life underwriters in 
St. Paul. Prof. Sverre Norberg, profes- 
sor of philosophy at the University of 
Minnesota and a native of Norway, dis- 
cussed the world crisis today 


Flack Named Field Assistant 

The Canada Life has appointed J. K. 
Flack field assistant of the New York 
City branch, associated with H. F. Un- 
derwood, newly appointed branch man- 
ager. 

Mr. Flack joined the company in Jan- 
uary, 1938, and has been a production 
club member for two years. Recently he 
has been training for his new work at 
the home office in Toronto. 


F. P. Bieriger 


Sam F. Doty, manager of the city real 
estate department of the General Amer- 
ican Life, has been elected president of 
the Building Owners & Managers Asso- 
ciation of St. Louis, Inc. 





Complete Social Security data in book- 
let for 50c. Order from National Under- 
writer. 
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Prospect Reactions 
More Unpredictable 


Never Were So 
Divergent, Say Leading 


Large Policy Buyers 
Are Shown in the 
Monthly Survey 


Wholesale dealers were largest buyers 
ot life insurance policies for $10,000 or 


Argues That NRLB Hes 
No jurisdiction Over 
Insurance Companies 


W. M. Bullitt, Louisville, attorney for 
John Hancock Mutual, argued this week 
that the insurance business is not com- 
merce and that the National Labor Re- 
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Canadian Offices’ Outside 
Business Grows Despite War 


TORONTO—Despite the war in Eu- 
rope, business of Canadian life com- 
panies outside Canada increased in 1939. 
According to figures issued by Super- 
intendent_ Finlayson, ordinary insurance 
in force in Canadian companies outside 


Producers in N. Y. more last month, according to the Lin- lations Board should not take jurisdic- the Dominion Dec. 31 totaled $2,907,- 

coln National Life’s monthly survey of tion in two union representation disputes 418942, compared with $2,861,480,888 
NEW YORK—Prospects’ reaction to buyers of big policies. They led both in between company and agent. He ap- the year before. New ordinary insurance 
; number of policies and in total amount peared at oral argument before the written was slightly lower, $240,269,- 


ife insurance sales appeals were never 
so divergent and unpredictable as today, 
according to some of the leading pro- 
ducers here. In order to minimize 
waste effort it has proven more than 
ever necessary to size up prospects’ busi- 
ness situations before approaching them. 
In general, businesses that have been 
helped by the war, either directly or in- 
directly, are the best bets but this cannot 
be counted on. For example, some de- 
partments of the silk business and some 
commodities which seem to have no war 
angle whatever are doing very well. 

Agents who are not too greatly baffled 
by this unexplainable wide variety in 
prospects’ behavior are finding a certain 
fascination in it. There are still many 
prospects who lack confidence enough 
to make any sort of future commitment 
but there is always the chance of com- 
ing across an unexpected prize package. 
These are not as numerous as they 
might be but the situation is a great im- 
provement over what it was when dis- 
mal discouragement was the rule among 
all prospects. 

In contrast to the confidence to be 
found among men whose businesses are 
actually going ahead there is still the 
most profound skepticism among many 
other business and _ professional men 
who are doing comparatively well and 
could well afford to buy the life insur- 
ance they need. Many of them have 
money in bank accounts where it 1s 
earning little or no interest yet it is al- 
most impossible to get them to draw any 
of it out to put into life insurance. None 
of this appears to be due to the TNEC 
investigation of life insurance. Fears of 
these prospects have nothing to do with 
the stability of life insurance but rather 
are concerned with the economic future 
of the country and their part in it. They 
feel that with so much uncertainty ahead 
the only safe course is to keep their re- 


of insurance. Ranking, second in both 
respects were brokers, bank managers, 
and real estate company officials. 

Ranked according to number of big 
policies purchased, the occupational 
groups were: Wholesale dealers; brok- 
ers, bank managers and real estate com- 
pany officials; retail dealers; managers 
of bottling works (non- -alcoholic) shouse- 
wives; real estate agents; managers of 
iron and steel factories; students; agents, 
canvassers and collectors; and officials 
of warehouses, lumber yards and coal 
vards. 

Listed according to amount of insur- 
ance thus bought the classifications were 
the same except that students moved up 
one notch. 


A. L. C. Members Tell Story 
of State Control to TNEC 


(CONTINUED FROM PAGE 1) 
diversity of its assets, adequacy of its 
reserves, and its ability to meet all fu- 
ture policy obligations with an adequate 
margin of assets in excess of liabilities 
for contingencies that may arise.” 

Valuation of securities was discussed 
at length, with an explanation of how 
uniformity was attained. 

The commissioners convention has 
been a powerful force in securing uni- 
formity in legislation, the statement set 
forth. No less than 36 states have some 
or all of the requirements as to standard 
provisions in life policies. The com- 
missioners association has cooperated 
closely with the American Bar Associa- 
tion, National Conference of Commis- 
sioners on Uniform State Laws and life 
insurance organizations. 

“The National Association of Insur- 
ance Commissioners has without doubt 


NRLB on union representation claims 
at E. St. Louis, Ill., and Hoboken, N. J. 

Attorneys for the unions asserted that 
the company’s operation had a vital 
bearing on the flow of commerce and 
the NRLB supervision of insurance la- 
bor affairs was essential to prevent in- 
terruption to trade. 

The test case will establish whether 
NRLB has jurisdiction over insurance 
companies. Bullitt argued: that no 
arm of the federal government up to this 
time has attempted to regulate the in- 
surance business. If all the company’s 
agents went on strike and the company 
didn’t write another policy this would 
not affect interstate commerce, he said. 

The opposing attorneys replied that 
life insurance is a business on which 
interstate commerce depends for its 
loans, mortgages and insurance on busi- 
ness. 


SEC to Report to TNEC 
on Insurance by June 15 


WASHINGTON—The Securities & 
Exchange Commission’s analysis of the 
life insurance testimony before the 
TNEC will be in the TNEC’s hands by 
June 15, as will the results of the spe- 
cial industrial insurance survey made in 
the Boston area with the aid of a group 
of WPA workers. By that date all 
members of the SEC monopoly staff 
which investigated savings and invest- 
ment as well as life insurance, will have 
been released or transferred to other 
government departments. 

Gerhard Gesell, who examined the in- 
surance witnesses at the TNEC hear- 
ings, and P. R. Nehemkis, Jr., who did 
the same for the savings ard investment 
testimony, will remain with the SEC as 
special counsel to assist in preparing the 
final SEC reports to the TNEC. 








242 against $241,104,840. Foreign busi- 
ness is written by 20 of the 28 Dominion 
licensed companies. Most of the 20 also 
write group insurance. Foreign group 
insurance at the end of 1939 was $282,- 
000,000, against $264,000,000 in 1938. 

It is estimated that of the total ordi- 
nary and group insurance outside Can- 
ada, 61 percent is in the United States 
or its dependencies, while over 30 per- 
cent is in the United Kingdom and other 
empire countries. The foreign business 
of the Canadian companies for the most 
part stands on its own feet. In most 
countries where the Canadian companies 
operate the governments require them 
to maintain deposits for the protection 
of policyholders, which are kept at a 
level considered sufficient to meet all 
liabilities. In some instances, foreign 
agencies of Canadian companies are op- 
erated as separate corporations. In ad- 
dition, the companies insure that they 
have adequate supplies of the currencies 
in which the policies are payable so 
that they will be able at all times to 
meet claims as they fall due. 

Aside from the United Kingdom and 
the United States, business is written in 
Eire, Northern Ireland, Cyprus, Malta, 
Egypt, Hong Kong, Shanghai, India, 
Palestine, Straits Settlements, Philippine 
Islands, Bermuda, West Indies and 
Central and South America. 


Robertson Bill in Louisiana 


BATON ROUGE, LA—Senator 
Carbajal of New Orleans has introduced 
into the Louisiana legislature a bill 
which would require life companies to 
invest in Louisiana securities or real es- 
tate an amount equivalent to 75 percent 
of the reserves required by the com- 
pany’s home state on policies in force 
in Louisiana. This is practically iden- 
tical with Texas’ Robertson law. The 


sources as liquid as possible. been the greatest single force in ad- —_ ip ; so pacidie" bee : 
paneer vancing uniform insurance law,’ the ——— political situation in Louisiana is so con- 
New Jersey Speaker statement concludes. “Likewise it has the state department in the matter of fused that it is difficult to appraise the 
: been the outstanding organization uniform moratorium regulations on ‘Carbajal bill’s chances of passage. As 
Dr. Frank G. Armitage will be the through which uniformity of statutory policy loans and cash surrender values With the Robertson law, the companies 
guest speaker at the closing session of interpretation and uniformity of ad- and their adoption during and following are opposed to the Louisiana measure 


the convention of the New Jersey Life 
Underwriters Association at Asbury 
Park, N. J., June 6,7. His topic will be 
“Underwriting Underwriters.” 


ministrative rulings has made such ap- 
precitble progress. Recent history has 
furnished a most impressive example of 
the convention leadership followed by 


the bank holiday in 1933, by the states 
with only such slight variations in the 
national convention model as were re- 
quired by conditions in each state.” 


as unsound in principle. 


of Accident & 
Jackson Bivd., 


Send for sample copy 
Health, Review, 175 W. 
Chicago. 





FIGURES OF LEADING FRATERNAL SOCIETIES FOR 1939 





Paid Adult Juvenile Change 

Assets Change Reserves Change Surplus Change Business in Force in Force in Force Premiums 
Aid Assn. for Lutherans.. .$32,626,044 +$4,010,518 $26,394,826 + $2,922,619 20,928 +$363,997 $18,164,030 $173,021,472 $27,376,831 +$10,870,142 $5,403,334 
Artisans Ord. of Mut. Prot. | ov 4s. 159 +172,985 ,063,930 +265,377 1,294,832 —86,760 2,965,555 27,290,494 1,308,390 — 234,309 575,489 
GN TUT EAlG. oo... occ ccc ees 7,864,939 + 6,928,548 15,430,536 +6,542,745 1,967,251 + 239,217 7,545,971 **60,817,378 6,669,702 +12,920,940 1,554,161 
Brotherhd. of Loc. F. & E. 2 795, oS PPA 2) caece” «86°. eee 24,196,763 +466,551  _...... a 8 a Pree — 2,233,000 1,357,109 
Brotherhd. of Rail. Trainm. 18,136,6 +2,999,945 113,796,959 +1,888,159 21,013,465 + 212,252 9,766,817 157,565, 413 1,037,000 +30,853 6,903,541 
Canadian Order Foresters.. 18 740.313 +492,405 2,300,000 + 350,000 1,198,000 + 238,000 1,692,250 33,693,511 sauces —1,037,068 662,485 
Catholic Order Foresters.. 38,106,432 + 576,069 30,912,443 + 477,076 6,600,605 +129/046 6,332,800 109,627,523 12,535,500 —1,748,191 2,815,541 
Croatian Fraternal Union.. 10,704,750 +928,888 pes eee SIGCCCG 20h een 1,764,520 48,236,884 9,867,115 +3,002,527 1,576,227 
Degree of Hon. Prot. Assn. 15,641,222 + 801,349 11,913,676 +902,909 2,024,787 +111,528 4,633,300 49,118,494 10,219,000 —1,085,365 1,305,367 
Equitable Reserve Assn... 8,683,683 +143,733 8,179,345 +153,902 283,014 —45,903 2,702,739 29,152,634 5,756,329 —189,177 830,618 
Fidelity Life Assn......... 11,416,764 + 297,058 9,352,912 + 207,482 1,573,928 +116,448 5,995,856 43,254,370 8,121,034 —102,556 1,392,886 
First Cath. Slovak Ladies Un. 8,831,240 +71,669 115,000 eaaare pe oS ee 462,377 35,631,458 8,004,750 + 2,979,671 691,448 
Gleaner Life Insur Society. 7,820,335 + 310,427 7,582,339 +324,585 237,996 —14,158 34,185,740 33, 9217589 6,299,593 +777,607 41,225,805 
Jr. Or. United Amer. Mech.. 6,237,685 +153,372 5,353,711 +150,014 734,194 —3,247 163,795,990 25,464,113 » Ae —515,819 886,164 
Knights of Columbus....... 49,210,836 + 830,998 42,960,193 +1,187,634 5,520,594 —489,151 15,782,000 256, 586, i) EPS +164,931 3,750,523 
Ladies Cath. Benev. Assn.. 25,463,922 +534,034 17,152,423 + 269,718 3,157,600 + 277,414 1,633,148 56,728,111 3,352,393 — 2,398,945 1,720,139 
Lutheran Brotherhood .... 10,043,257 +1,305,892 8,184,268 +1,013,416 1,004,130 +154,192 8,145,463 64,074,889 5,638,833 + 4,379,210 1,900,597 
WEREC ANGER. ca cre us as 0 6 46 54,948,122 + 824,892 49,181,642 +766,684 22,819,369 —45,698 534,141,809 174,705,692 25,330,889 + 2,282,212 6,334,320 
Modern Woodmen ........ 85,640,603 +6,985,713 79,764,980 EGS SSG  “setecs i. .vaoauea 61,114,797 549,372,364 29,169,500 —12,521,654 19,040,177 
Nat, Slovak Soe. of the U.S.A. 7,164,487 + 228,666 6,869,679 +196,998 294,808 +39,668 1,043,556 34,856 11,231 —761 538,335 
Polish Roman Cath. Union. 16,639,373 +64,101 15,826,807 +918,101 89,23 +86,500 4,212,000 83,439,127 68,834,100 +328,000 1,975,741 
Polish National Alliance... 26,272,324 +1,113,600 24,990,258 +1,156,121 869,092 —134,942 1,793,126 133,932,174 24,992,727 —670,215 3,421,103 
PAGCOPISNG 6.60.00. 06 66.000 0%. 8,749,185 + 391,294 8,178,014 + 350,009 449,750 +17,647 20,313,622 wits  * ere +357,471 1,667,820 
Protected Home Circle .... 9,619,945 +534,973 8,325,715 +558,296 2696,057 —19,21 8,001,750 49,213,347 9,212,052 —138,890 1,763,609 
Royal Arcanum......... «- 29,823,028 —171,826 23,682,033 +120,145 85,489,682 —248,131 6,009,256 kU: ii —4,147,707 2,737,081 
Royal Neighbors .......... 70,840,055 +5,977,413 70,840,055 GSE ete  ssecems + pceeeees 11,786,216 322,931,042 21,166,780 —8,432,168 7,868,747 
Slovene National Benefit... 8,244,478 + 352,040 5,023,419 +305,890 1,020,799 +122,625 2,831,250 27,164,630 5,616,255 + 257,995 989,378 
West. Bohemian Frat. Assn. 7,331,874 + 404,399 5,727,303 +309,641 936,465 +22,293 i ...... 29,369,211 5,928,000 +1,139,908 705,463 
Womans Benefit Assn...... 41,491,740 +1,500,907 39,276,341 +1,442,215 1,840,287 +22,154 4,657,305 114,191,284 9,616,734 —3,235,141 2,119,986 
Woodmen Circle .......... 1230,478,562 134991,306 423,391,917 +781,609 1,062,149 +60,915 711, 549,587 99,015,486 7,815,997 —869,563 152,646,698 
Woodm’n of the W’ld, Denv’r 17,237,661 +536,376 16,354,253 + 463,078 501,228 + 35,431 104) 460, ae 57,045,223 1,359,403 —2,077,791 2,571,956 
Woodm’n of the W., Omaha.. 125,549,682 + 2,260,750 103,566,514 149,113,813 10,240,878 +1,268,140 49,566,7 375,466,462 7,422,338 —1l1, 55006 9,653,956 

+Gross Assets. 4Income in 1939. = aamlenes menere to potent contracts $8,732,273. 


"Gross assets $33,71 


5'Does not include sickness and accident. 
BChange in gross assets. 


*Includes $6,706,302 received by merger. 
‘Ultimate amount of insurance. 


**Includes $17,211,606 received by merger. 


tNone. 7Total in force, adult and juvenile not segregated. 4Includes special and contingency reserves. 
‘Life. SContingent $2,200,000; unassigned funds $3,289,682. Net premiums. 
“Unassigned. *Including contingency reserves. wWritten $3,387,500, revived $406,670, increased $1,820. i 


*‘Amount of Insurance Written. Includes certificates revived. 
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Pike Is Appointed 
SEC Commissioner 


Showed Keen Perception 
of Life Business During 
TNEC Investigation 


WASHINGTON—Sumner T. Pike, 
who represented the Department of 
Commerce in the later hearings on life 
insurance before the TNEC, has been 
appointed SEC commissioner to succeed 
G. C. Mathews. On the TNEC Mr. 
Pike showed himself to be level-headed, 
fair, and keenly interested in the prob- 
lems of the life insurance business. Even 
when first sitting with the TNEC he 
impressed insurance observers with his 
ability to grasp the intricacies of their 
business. Mr. Pike’s ability to perceive 
the real point at issue, pull it out of the 
welter of arguments, and rephrase it so 
that it was impossible to misunderstand 
or becloud was frequently helpful to life 
insurance and sometimes disconcerting 
to the SEC insurance staff in its effort 
to present an unfavorable picture of the 
life insurance business and of state reg- 
ulation. 

Since the SEC report on the insur- 
ance investigation has not yet been put 
out, Mr. Pike will presumably have a 
voice as to its final form. Although a 
member of the SEC’s Republican mi- 
nority, Mr. Pike had the backing of the 
Corcoran-Cohen team of administration 
advisers. 

Mr. Pike, who is 48 years old, was for- 
merly a Texas financier and_ utilities 
man. He made a fortune in Texas after 
losing one and in 1938 had amassed suf- 
ficient wealth to retire from business. He 
has been in Washington since Novem- 
ber as a dollar-a-year man on the staff 
of Secretary Hopkins of the Commerce 
Department. 


Corporate and Absolute 
Owner “App” Is Devised 


Occidental Life has made available a 
new form of application called the “cor- 
porate and absolute owner application.” 
The company claims that it has definite 
advantages over the regular form where 
the owner of the policy is intended to 
be not the insured himself but a third 
party. 

The third party is the applicant under 
the new application. The applicant is 
the owner with all the rights and privi- 
leges and the insured life has no interest 
whatsoever in the policy. 

By use of this form the owner is as- 
sured that he may exercise all rights, 
privileges and options without the con- 
sent of the insured life; the insured life 
will never have any interest in the 
policy and, therefore, cannot defeat the 
interests of the owner; all possible con- 
troversies over the validity or sufficiency 
of an assignment or other document of 
transfer are eliminated; no dispute can 
arise with income tax authorities as to 
whether the owner purchased the policy 
for value; the application form elimi- 
nates or removes doubt as to whether 
or not the insured applied for the insur- 
ance. One of the factors in determining 
for federal estate tax purposes if the as- 
sured took out the insurance on his own 
life is whether or not the insured applied 
for the insurance. 

Powell E. Smith of Occidental Life, 
in giving explanation of the new appli- 
cation form, traces the famous Bailey 
case. 

The question of whether or not insur- 
ance in excess of $40,000 is taxable de- 
pends upon whether the insurance was 
taken out by the insured upon his own 
life. Whether or not the insured makes 
application for insurance is not the sole 
test, Mr. Smith observes, but if the in- 
surance is applied for on the corporate 
and absolute owner form, at east one of 
the factors supporting taxation of in- 
surance proceeds is removed. 


-Des Moines, 


AGMATIONAL ( UNDERWRITER May 


N ew President 








LLOYD PATTERSON 


Lloyd Patterson, general agent Mass- 
achusetts Mutual Life in New York 
City, will be the next president of the 
New York City Life Underwriters 
Association, the annual election to be 
held June 13. He has been nominated 
for the office. 


Iowa Rowail Meeting. ites 
Congress Speakers Listed 





SIOUX CITY, IA.—Life men from 
Nebraska, South Dakota and Iowa will 
attend the annual meeting and sales con- 
gress of the Iowa Association of Life 
Underwriters in Sioux City, June 6-7. 
The quarter-million dollar round table, 
a new feature, will be held June 6. 

The congress will open with an ad- 
dress of welcome by F. H. Peterson, 
Sioux City manager Bankers Life of 
Iowa and president Sioux City associa- 
tion. He will introduce the state presi- 
dent, Paul C. Otto, Connecticut Mutual, 
Davenport, and the master of ceremo- 
nies for the morning session, E. W. 
Lemonds, Equitable of Iowa, Sioux 
Falls, S. D., president of the South Da- 
kota association. 

The morning program will include 
talks by L. M. Buckley, Provident Mu- 
tual, president of the Chicago associa- 
tion; a representative of the quarter- 
million dollar round table, and Professor 
Fraley of Chicago, who is speaking on 
letters. 

James E. Rutherford, Penn Mutual, 
national trustee, will pre- 
side in the afternoon. Speakers include 
C. J. Zimmerman, national president; 
D. D. Conger, Bankers Life of Iowa, 
Ida Grove, Ta., and W. W. Jaeger, vice- 
president Bankers Life. 

The banquet will be held the evening 
of June 7. C. Petrus Peterson, general 
counsel Bankers Life of Nebraska, will 
talk on “Search for Security.” 





E. H. Eitel Joins Hughes Agency 


Edmund H. Eitel, formerly of the 
Royer agency of the Penn Mutual Life, 
has been appointed manager of the busi- 
ness insurance department of the E. W. 
Hughes general agency of the Massa- 
chusetts Mutual Life in Chicago. 

Mr. Eitel entered life insurance in 
1934 in Chicago and has been a substan- 
tial personal producer. He became a 
C. L U. in 1938 specializing in partner- 
ship and corporation insurance. A grad- 
uate of Cornell University, Mr. Eitel 
took his master’s degree at Harvard. 
Before entering the life insurance busi- 


ness, Mr. Eitel had experience in the 
publishing, banking and sales manage- 
ment. 























Watch Thor Progress 


Follow the careers of your policyholders. 
A breadwinner’s life insurance should 
keep pace with his income and 

every time one is promoted he 
becomes a “natural” asa prospect 


for additional protection. 


Successful agents have 
proved the value of auch 








Home Office, NEWARK, N. J. 
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Agents’ Pensions 
Much Discussed 


Companies Reported 
Pondering Plans That Will 
Meet Expense Limits 


NEW YORK —Considerable interest 
in setting up pension plans for agents is 
being shown by companies doing busi- 
ness here. One of the big New York 
companies is deliberating on such a plan. 
Another leading company, not domiciled 
here but doing business here, has virtu- 
ally completed all arrangements and is 
expected to make an announcement 
shortly. 

A number of other companies have 
discussed the subject tentatively. The 
possibility that the federal social secur- 
ity law would be broadened to include 
life agents operating on a commission 
basis has of course come up but if this 
were to materialize the company plans 
would continue as supplemental benefits. 


Security Act Complication 


At the time of the revision of the so- 
cial security law last fall there was a 
proposal to include commission-compen- 
sated life agents and many companies 
were in favor of this change if it could 
be limited to the old age and survivor 
benefits and not include unemployment 
insurance. It was feared that it would 
not be possible to draw a definition that 
would include agents under the old age 
and survivor benefit section without 
making them also subject to the unem- 
ployment features of the act and the ap- 
palling complexities that the latter would 
impose. 

The current general interest in retire- 
ment plans plus the fact that home office 
employes are already covered under the 
social security act is the principal basis 
for the talk about setting up pension 
plans for agents. There is also a very 
practical angle in that such plans give 
the agent an incentive to keep up his 
production and remain with the com- 
pany. The typical plan contemplates a 
contribution by the agent matched by 
the company and withdrawing agents, 
while getting their own contribution 
back, would not benefit by the company’s 
contribution. 


Hollenberg Paper a Factor 


The paper on retirement plans for 
agents presented by Associate Actuary 
M. R. Hollenberg of the New York de- 
partment will undoubtedly add to the in- 
terest in these plans for there has been 
a rather widespread idea that the ex- 
pense limitations of the New York in- 
surance law would prohibit a company’s 
contributing to an agent’s retirement 
plan. Mr. Hollenberg’s paper explained 
how sufficient margins can usually be 
found to provide for an ample contri- 
bution. 

Incidentally, in THe NATIONAL UNDER- 
WRITER’S account of Mr. Hollenberg’s 
paper in the May 17 issue it was erro- 
neously reported that a general agent 
usually gets a 2 percent renewal com- 
mission in the 11th through the 15th 
years whereas actually there is a wide 
variation in company practice on this 
point. It was also stated that the per- 
missible over-all commission for these 
years is 5 percent for branch office com- 
panies and one-third less for general 
agency companies, whereas the reverse 
is actually the case, as Mr. Hollenberg 


’ correctly stated in his paper. 





Capitalize on President's Name 


Making a play on President Cecil 
Woods’ name, the Volunteer State Life 
is holding a special Woods campaign in 
June. Pictures of various steps in Mr. 
Woods’ career are shown in a book cov- 
ered with imitation wood. Agents are 
submitting “chips” printed on imitation 
wood stock with every $1,000 applica- 
tion. On the special application blanks, 


= INSURANCE EDITION 








Mr. Woods’ picture is in the background 
in wood colored ink. 





Form Quarter Century Club 


MILWAUKEE — The Northwestern 
Mutual Quarter Century Club has been 
organized by home office employes with 
25 years or more of service and pen- 
sioners who had served for 25 years be- 
fore retirement. Membership includes 
172 employed and 51 qualified pension- 
ers, the latter being classed as honorary 
members. 

At the first dinner, meeting, 
Clark, president, was chairman. 


Arch 
Speak- 


ers included President M. J. Cleary, who 
presented service pins in a symbolic 
presentation to Earl Hunt, the oldest 
active employe; vice-president P. H. 
Evans, Herbert Laflin and Arthur Feil- 
ing, pensioners; John Gallagher, super- 
visory group, and Walter McGrath, cler- 


ical force. Elmer Scholl is vice-presi- 
dent of the club, and Oliver Myers, 
secretary. 





Boyer Back in Chicago 

C. H. Boyer, who is now director of 
the Lutheran Brotherhood of Minne- 
apolis with offices in Chicago, was 





formerly well known in the accident 
and health field, having been manager 
of the accident and health department 
of General Accident of Philadelphia and 


the old National Life, U. S. A., of 
Chicago, from 1912 to 1926, when he 
retired. He was inactive until 1933 


when he opened an office in Harrisburg, 
Pa., for Lutheran Brotherhood. He not 
only covers Illinois, Indiana and Michi- 
gan, but also is eastern manager super- 
vising Pennsylvania, Maryland, Virginia 
and West Virginia. 





Send 50c for Social Security booklet to 
The National Underwriter. 








Now ... REGULAR POLICIES FROM AGE 5* 


This is not the usual “juvenile” insurance. Although special 
application blanks must be used, this coverage is issued on New 
England Mutual’s regular policy forms with the liberal and 
flexible provisions which have brought this strong old Com- 
pany such distinction. 


*In New York aud New Jersey the minimum age is 10 
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Great Opportunity Exists 
Today for Forward Looking 
Men, H. A. Behrens Asserts 


H. A. Behrens, chairman of Conti- 
nental Casualty and president of Conti- 
nental Assurance, addressed the follow- 
ing communication to all officers and 
department heads: 

“This memorandum is written to you 
as bearing solely on the business prob- 
lems of the Continental companies. It 
has no international nor national polit- 
ical implications. 

“World-wide developments point defi- 
nitely to changes in business problems 
in our country. It is useless to guess 
what those changes may be. It becomes 
more important than ever, therefore, 
that each of us do better and more care- 
ful thinking in order that we may recog- 
nize changing conditions as they de- 
velop and consider them for their effect 
on the problems of each one of us in 
our administration of the companies’ af- 
fairs. 

“To do that most successfully we 
must have a receptive mind, the courage 
of independent thinking and the balance 
necessary to keep that thinking clear, 
and by all means, with a full realiza- 
tion of the serious nature of our jobs, 
let us be sure not to lose our sense ot 
humor. 

“We forward and not 
backward. Let us leave the analysis of 
what has happened to the patriarchs 
and let us as young men representing a 
young, vigorous institution consider the 
present situation as a great opportunity 
for forward-looking thinking and action. 
I commend to you what Paul said a 
great many centuries ago, ‘But this one 
thing I do, forgetting those things which 
are behind, and reaching forth unto 
those things which are before.” 


must think 


PACIFIC MUTUAL ADVICE 

Pacific Mutual Life has sent to its 
general agents a communication assert- 
ing that today the most important task 
is for men to preserve their own bal- 
ance, in view of the impact of the Eu- 
ropean war upon the American scene. 
Pacific Mutual observes that the situa- 
tion has caused hysterical business 
thinking and distortion of values. “Diffi- 
cult as it may be, in circumstances of 
stress incident to experiences so cata- 
clysmic.” the communication _ states, 
“nevertheless we are in duty bound, as 


a responsibility to society, and more 
particularly to ourselves, to rein in our 
impulsive pessimism.” 

Anierican business in general is giv- 


ing a good account of itself, Pacific Mu- 


tual points out. The fundamental pat- 
tern is that of good business. The peo- 
ple with whom insurance agents are 
concerned are as vitally in need of in- 
surance as ever and most of them are 
in a better position to pay for the pro- 
tection than they have been in many 
vears. . 


Not Expected to Cause Slump 


The European war should not act as 
i deterrent to purchase of insurance. 
The experience of the last war is cited. 
In 1914, life insurance production was 
$2,457,000,000. In 1915 it went up to 


$2,621,000,000; 1916, $3,213,000,000, and 
in 1917, $3,840,000,000. Even in 1918, 
when the United States endured its 
most severe period of the war, the vol- 


to $3,988,000,000. 
shown to be a 
life insurance, 


ime arose 
War historically is 
stimulant to the sale of 


-acific Mutual declared. The acceler- 
ated pace of business furnishes the 
means of supplying protection for a 


exists, a need that is 
actuality. 


need that already 
emphasized by war 

The need is as great as ever, the 
means of satisfying the need exists and 
the problem is one of personal and in- 
telligent application, Mutual 
States 


Pacific 


Dividends Deductible from Tax 
AUSTIN, TEX.—AIl dividends of 


mutual life and certain stock life com- 


policy contracts pro- 
viding for a participation in profits 
should be allowed as deductions from 
taxable premium income, Attorney-gen- 
eral Mann has held. This _ applies 
whether the dividends are payable in 
cash, applied to renewal premiums, used 
to purchase additional insurance’ or 
loaned to the company at interest. 


panies paid under 


Visits Prize Winning Agency 
E. A. Olson, president Mutual Trust 
Life, in accordance with the rules of the 
President's month campaign, has just 
returned to Chicago from a visit to the 
F. A. Hardy agency in Seattle. In the 
spring each year Mutual Trust Life 
holds a campaign on performance. The 
award to the winning general agency 
is in form of a visit from President 
Olson. The Seattle agency, one of the 
newest with Mutual Trust Life, ex- 
ceeded by 246 percent its paid for quota. 
Mr. Olson, besides speaking at the ban- 
quet honoring the agency, talked before 
the Seattle Association of Life Under- 
writers. W. W. Gillespie, field super- 
visor in Washington for Mutual Trust 
Life, was in charge of arrangements. 
The members of the Ramsay 
of the Connectic ut Mutual Life in 


agency 
New- 


ark who qualified for the agency's 
“Leaders Club” in April were honored 
at a luncheon with John A. Ramsay, 
general agent, presiding. 


New York Life Meeting 


DENVER—The problem of how to 
meet objections was one of the principal 
subjects at the agency meeting of the 
New York Life here. P. L. Corbin is 
general agent. 

Representing the company were L. S. 
Lindsay, vice-president in charge of 
agencies, and Dick Oliver of St. Louis, 
inspector-at-large of agencies. Mr. Lind- 
say also conducted an educational 
meeting of agents of the New Mexico 
branch in Albuquerque, with about 30 in 


attendance. 

Arthur Sisk, agency director there, 
was in charge. Dick Oliver, St. Louis, 
inspector of agencies, accompanied Mr. 
Lindsay. 

The Nebraska agents of New York 
Life met in Omaha with Mr. Lindsay 
and O. R. Carter, Chicago, superinten- 
dent of mid-west agencies, in attend- 
ance 





Robert Schuppe was elected president 
of the Shields & Wings Council, em- 
ployes’ organization of the General 


American Life, at the annual meeting 
Superintendent Lucas of Missouri and 
President W. W. Head spoke. 


Old Republic Host to Bankers 

Old Republic Credit Life of Chicago 
was host to those attending the annual 
convention of the American Industrial 
Bankers Association at Washington 
Tuesday evening of this week at a 


dinner dance. The host also provided 
a floor show. Old Republic Credit 
was represented by Secretary Norman 
Nelson, Vice-president James H. Jar- 
rell and Field Representatives J. R 
Freeman, Chicago, and G. A. Kropp, 
Birmingham, Ala. Old Republic Credit 


Life confines its operations to insurance 
covering the unpaid balance of loans 
from industrial bankers. 


Capt. Ted Voigt, who has been San 
Antonio, Tex., agency manager of the 
West Coast Life for years, has joined 
the Coleman & Co. agency there, which 
represents Provident Life & Accident, 
as a producer. 


A. M. Sloan, home office instructor 
Equitable Society, has been conducting 
schools in St. Paul and Minneapolis the 
past three weeks, with emphasis on the 
extended income ‘pian. 
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Newspaper Editors 
Comment on News 
of Life Payments 


Although the news of the life insur- 
ance payments sent out by THE NATIONAL 
UNDERWRITER to daily newspapers is sig- 
nificant in itself and calls for no further 
editorial comment on the value of life 
insurance, a number of newspaper edi- 
tors contributed their viewpoint in pub- 
lishing this news from the Life Pay- 
ments Localized Number. 

“An analysis of life insurance as it 
affected Delaware in 1939 shows several 
viewpoints and reactions that should be 
of interest to business men, sociologists, 
politicians and others. It is a measure 
of business conditions as well as a 
record of thrift,” the Wilmington, Del., 
“Tournal” stated. In pointing out the 
fact that the life insurance payments 
were in excess of government grants, 
the “Journal” goes on to say, “This 
proves that the thrift of many families 
bore fruit at a time when help was 
essential, The picture shows that a large 
part of the population is not relying 
upon government provisions for the 
future of the individual.” 








Assumes Santa Claus Role 


In commenting on the tremendous 
life insurance payments in comparison 
with government expenditures, the 
Jackson, Miss., “Clarion-Ledger” said: 

“There are a lot of folks who believe 
and with good reason that the govern- 
ment is a real Santa Claus for the 
American people. However, a careful 
he of facts and figures just released 

- THE NATIONAL UNDERWRITER will con- 
a: es almost any one that the life insur- 
ance companies of this country are run- 
ning the government a close second as 
Santa Claus.” 

“Many people who during the depres- 
sion lost their shirts in so- -called invest- 
ments have been heard to say that they 
wish they had put their money into life 
insurance,” the editor of the Alpena, 
Mich., “News” stated in reporting on 
the payments. 

The editor of the Jefferson City, Mo., 
“News” added to his payments report: 
“Life insurance is growing in popularity. 
It is one of the safest and surest ways 
of saving money and there is no better 
method of providing for one’s family 
than a life insurance policy.” 

In several long paragraphs of com- 
ment on the life insurance payments, the 
Canton, N. Y., “Advertiser,” lauded life 
insurance as an investment and a wise 
provision. 

“The millions paid by life insurance 
companies saved many a family in dire 
need,” the Waukegan, IIl., “News-Sun” 
pointed out. “These impressive figures 
prove beyond a doubt that life insurance 
is one of the greatest economic stabiliz- 
ers of our time. People who take out 
life insurance may grumble whenever 
they have to pay the annual premium, 
but they realize so well that the policy 
is a great protection in case of emerg- 
ency. If they die, their loved ones are 
protected, while if they are merely in 
financial stress, their policy becomes the 
security for an immediate loan. 

“Because of the importance of life in- 
Surance in our every day life, it is im- 
perative that bureaucratic meddlers be 
kept from making a political issue of it. 
We do not want our insurance com- 
panies involved in bungling federal ex- 
periments.” 


Denver Post Comments 


The Denver “Post’’ referred to the 
“startling figures on what life insurance 
means to Colorado” and to the “security 
which life insurance policyholders pro- 
vided for themselves and their families 
through their own thrift’ as compared 
to smaller payments from governmental 
agencies, adding ‘but it cost the taxpay- 
ers nothing.” 

“Despite the millions poured into 
Colorado through the numerous chan- 
nels of government spending, the private 
business of life insurance still is Colo- 


LIFE IN ounaNer nee: 





rado’s _iargest form of ‘planned econ- 
omy,” it states. 

The Louisville “Courier-Journal” 
pointed to the “importance of life insur- 
ance in Kentucky’s economy.” 

“The statistics prove that Massachu- 
setts residents are distinctly insurance- 
conscious, mindful of economic futures,” 
the Boston “Post” observed. 

The Utica, N. Y., “Press” character- 
ized the life payments news as “a dra- 
matic statement of the importance of life 
insurance.” 

The Seattle “Post- Intelligencer” 
stated that importance ’ of life insurance 

“in the lives of the residents of this 
state is emphasized in a report just re- 
leased by THE NATIONAL UNDERWRITER.” 


Sweeney Honored 
on 45th Anniversary 


The Equitable Society at a celebra- 
tion in Washington, D. C., paid tribute 
to T. B. Sweeney, manager of the West 
Virginia agency. He had completed 45 
years as manager at Wheeling. There 
were 60 members of his organization at 
a two-day conference commemorating 
the event. President Parkinson was the 
chief speaker. He said that Mr. Sweeney 
was the first general agent or agency 
manager ever to obtain the distinction 
for managerial tenure of office. Mr. 
Parkinson commended Mr. Sweeney’s 
recent book, “Life Underwriting as a 
Professional Career.” 

Associate Manager J. F. Sweeney 
participated in the meeting. T. B. 
Sweeney, Jr., district manager for north- 
ern West Virginia, was present. Among 
the guests of honor were General 
Agent H. H. Wilson, president of the 
“Old Guard”; Manager David Bethume 
of Washington, D. C., and Counsel 
Sterling Pierson from the home office. 

Mr. Sweeney took charge of the 
Wheeling agency in 1895 on the death 
of his father. 


Michigan Club Reelects Officers 


LANSING, MICH.—Officers of the 
Michigan Columbus Mutual Life Club 
were reelected at the annual meeting. 
Lansing, Jackson, Pontiae and Detroit 
clubs were represented. Officers are: 
President, Myron Hawkins, Charlotte; 
executive vice-president, Elmer A. New- 
ark, Lansing; vice-president, Charles F. 
Durrant, Pontiac; secretary-treasurer, 
George J. Dobben, Jackson. The annual 
picnic will be held at Island Lake near 
Brighton in July and the fall convention 
in Detroit in November. 








C. R. Fischer, Iowa commissioner, 
fully recovered from a recent illness, re- 
turned to his work Monday after -nearly 
a month’s rest at Tempe, Ariz. He had 
just returned from a previous trip to 
Arizona when he was stricken in March. 
He will not be able to attend the com- 
missioners’ convention at Hartford as 
originally planned. Although he has re- 
covered from his illness, he feels it will 
be necessary to stay at his desk and 
catch up with his work. 





Members of the Optimist Club of 
Indianapolis turned out in large num- 
bers to view the “American Portrait.” 
Paul Speicher, Research & Review, 
made introductory remarks. 








CAN YOU MAKE CALLS 


and depend upon the law of averages to 
make a living for you? According to the 
records you can. Analysis based on 100,- 
000 working hours of full time agents 
shows that 28 calls, resulting in 14 inter- 
views, will produce one application for 
$4700. It may take 40 calls to produce 
one application for you and your average 
application may be $2000. Whatever it is, 
if you will make the calls, the applica- 
tions will follow with regularity. See the 
sla Efficiency and Planning Section 
0 
THE DIAMOND LIFE BULLETINS 
Available in Most Agencies 





Vacation Time Again... 


The travel ads and folders are 
beginning to appear again as va- 
cation time draws near. 


Each to his own taste the va- 
cationers are making their plans. 
The fishermen are selecting the 
assortment of flies and plugs. . 
the tourists are planning the most 
interesting route ...the campers 
are trying to pick the best spot 
... and so on. 


Some people plan months 
ahead for their vacation, and get 
a big kick from the anticipation. 


Others plan vacations years 
ahead . and, with the aid of 
Life Insurance, guarantee for 
themselves and those they love, 
vacations in future years. Life 
insurance helps them with these 
plans. 
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EDITORIAL COMMENT 





Underwriting at the Source 


PRESIDENT CLEARY of the Northwestern 
Mutual Life in before the 
Home Office Life Underwriters Asso- 
Chicago that 


his address 


clation at declared too 


often companies have measured their 
success and determined their place on a 
volume basis alone to the detriment, as 
thinks, 
also added that it was not only a 
to the institution itself but 
to the public and the ultimate detriment 


of the selling forces. 


he of life insurance as a whole. 


He 


detriment 


We all realize that much underwriting 
can be done at the source provided there 
is not undue pressure made for volume. 
The 
deavor 


conscientious will en- 
to cover 
of 


merely 


agent not 


up unfavorable condi- 
he 


to gain his commission. 


desires to insure 
He will 


not pass up all the underwriting to the 


tions someone 


company, that it will not dis- 
cover what he knows from the medical 
or inspection report. 

We are depending very much on mor- 
tality savings these days to enable com- 
make any profit. With very 
there is very little 
Therefore, it 


hoping 


panies to 
low interest rates 
margin from that source. 
becomes more and more essential that 
agents really become “life underwriters” 
or that they drop that designation en- 
tirely. 

As Mr. Cleary succinctly 
“Sound underwriting outranks 
in its importance from the standpoint 


put it, 
volume 


of the company’s public and agents. 
Sound underwriting, plus good sales- 
manship, will ultimately lead to good 


volume, satisfying persistence and_ in- 
creased income to the producer.” 


Managers Are More Cost-Conscious 


UNpbOUBTEDLY general agents and man- 
agers are becoming more cost-conscious 
aly- 


Studies made 


in view of their keener searching an 
the agency returns. 
the Sales Research 
as individual companies and groups have 


sis oT 


by 3ureau as well 
impressed on general agents that strict 
business principles must be followed and 


that profits of days gone by are a thing 


of the past. 
General agents are naturally inclined 
to do all they can for their producers, 


Accumulating Cords 


Not long since one of the executives of 


a leading railroad company spoke about 
the enormous amount of work involved 
in making reports to the federal gov- 
ernment, particularly the Interstate 


Commerce Commission. He mentioned 
the number of extra clerks that were 
required merely to get up the statistics 


and information desired. He told about 
visiting the building in Washington, 
D. C. where these statistics are. kept 


and was amazed at the cords of material 
all stacked up. He said that in his opin- 
this extra expense, labor and time 
for little bene- 


10n 
were put on the railroads 


fit to anyone. He doubted very much 
vhether many packages were opened 
and if so and the contents were an- 


1, 


aly and tabulated, expressed the 
opinion that it would be of little advan- 
to the Interstate Commerce Com- 
mission or any other federal authority. 
He complained of the burdensome task 
that is imposed on the railroads, adding 
to their expense and requiring 


zed he 


tage 


- ] 
creatly 


no end of research. 


and that is well. They desire in the first 
place that the agents be placed in a po- 
sition to make a comfortable living. 
Heads of agencies may have been too 
they are be- 
the services 
offer their men. 
everything that 
sound busi- 


accommodating but now 
coming more selective 
and material that they 
They that 
they do must be based on 
ness principles and that good sense must 
be brought into play. What the agent 
reads and sees must hit the mark. 


in 


appreciate 


hears, 


of Material 


This recalled on 
reading the address of President L. A. 
Lincoln of the Metropolitan Life made 
at its annual agency convention. He 
was referring to its effort to comply 
with requests for material by the Securi- 
ties & Exchange Commission. The 
stuff as a whole weighed 261 pounds 
Duplicates were stacked up in cordwood 
style on the speakers’ rostrum so that 
the Metropolitan Life men could have 
a visual conception of the burden that 
was placed on the company. 

Some of the questions propounded by 
the SEC could not be answered. Others 


conversation was 


. required an enormous amount of time. 


He said that one question alone would 
have taken 700 weeks of work by a 
clerk. One question propounded, he 
added, would have meant pulling out 
several millions of applications from the 
files and analyzing them. 


In contrast to this demand he had 
alongside the material furnished the 
SEC, single sheets of paper about an 


inch thick that the Piper committee of 


the New York legislature asked. 

This enormous bulk of stuff furnished 
the SEC caused the Metropolitan thou- 
sands of dollars extra labor and expense. 
Today on insurance companies there 
are increasing requirements to furnish 
information by the insurance depart- 
ments and other public authorities. We 
hear much about the increasing expense 
ratio. It would be very enlightening to 
know just what benefit after all this 
tremendous contribution is to the public. 

Instead of attempting to pry loose 
some few leaks in large and important 
companies it — be well for public 


authorities to investigate the fly-by- 
night mutual benefits that are raiding 
the country by mail and causing people 
much loss. These concerns are charg- 
ing a comparatively small price for their 
so-called benefits. Their financial struc- 
ture is exceedingly weak. They shave 
claims right and left or do not pay them 
at all. They take people old and young, 
They do no underwriting. Yet as we 
recall it, no effort has been made by the 
SEC to investigate the ravages of these 
outfits. They are the insurance con- 
cerns that are causing dismay, loss and 
sacrifice to well meaning policyholders. 











PERSONAL SIDE OF THE BUSINESS 





The art collection of Charles F. Wil- 
liams of Cincinnati, president Western 


& Southern Life, has become well 
known because of its representative 
specimens of fine old masters. The San 


Francisco exposition is exhibiting this 
year Peter Paul Rubens’ “Portrait of 
a Young Girl”; “Early Autumn” by 
George Innes; “The Red Boy” by Sir 
Thomas Lawrence and Frank Duve- 
neck’s portrait of Amy Folsom, all from 
the Williams collection. 


C. S. Schilling, general agent Ohio 
State Life, Newark, O., is observing his 
22nd anniversary with the company. He 
started as a part-time agent at Marietta 
in 1918. He has qualified for the Presi- 
dent’s Club 20 of the 22 years and has 
written one or more applications a week 
for seven years. 


Herbert Slater, supervisor in the actu- 
arial department of the Northwestern 
Mutual Life home office in Milwaukee, 
is retiring under the company’s pension 
plan. He joined the company in 1892 
when he was 22, and has completed al- 
most 48 years service. 


Stewart E. Meyers, Home Life, imme- 
diate past president of the Oklahoma 
Association of Life Underwriters, has 
returned from a month’s training in the 
army maneuvers in East Texas and 
Louisiana. He is a captain in the in- 
fantry reserve. 

L. R. Palmer, conservation engineer 
Equitable Society, will speak at the an- 
nual meeting of the Association of 
American Railways safety section in St. 
Paul June 4-6. 

Jerome Breyer, Penn Mutual Life, 
recently elected a director of the San 
Francisco Life Underwriters Associa- 
tion, is confined to Dante Hospital there 
but is expected to be able to return to 
his home within the next week. 

About 150 persons, including agents 
and their wives, attended a dinner in 
Peoria, Ill., at which C. R. Golly, Peoria, 
downstate Illinois agency manager of 
the Equitable Society, was feted on the 
completion of 25 years with the Equit- 
able. W. J. Graham, vice-president in 
charge of agencies, was the principal 
speaker. Mr. Golly joined the company 
as district manager at Waterloo, Io., in 
1915 and in 1919 was made assistant 
agency manager in Des Moines. He 
became agency manager for southern Il- 
linois with headquarters in Decatur in 
1921 and in 1927 was made agency man- 
ager for all of Illinois outside of Chi- 


cago. His headquarters were transferred 
to Peoria in 1929. 


H. A. Feustel, supervisor of the 
F. Gillis agency of the Provident Mu- 
tual Life in Newark has been elected 
president of the newly organized Ki- 


wanis Club of Millburn, N. J. He is 
one of the founders of the club. 
Commissioner Frank Yetka of Min- 


who has been under treatment 
Joseph’s hospital, St. Paul, has 
recovered sufficiently to visit his office 
for a time each day. His insurance 
friends are taking turns in driving him 
in and around the Twin Cities when the 
weather permits. He expects to be able 
to leave the hospital by the end of the 
month and go to his lake home near 
St. Paul. 

Thomas B. Sweeney, Jr., of Wheeling, 
district manager of the Equitable Society 
in northern West Virginia, and son of 
Manager T. B. Sweeney of that office, 
was nominated in West Virginia as Re- 
publican candidate for United States 
senator. He is now a State senator. 


DEATHS 


Ralph T. O’Neil, who died of a heart 
attack the day after he officiated as 
President of the Kansas Bar Association 
at the annual meeting in Wichita, was 
general counsel and a director of Vic- 
tory Life of Topeka. He was a former 
national commander of the American 
Legion. 

John J. McDonald, assistant secretary 
and treasurer of Scranton Life, died at 
his home in Scranton, Pa., following a 
brief illness. 

Herbert A. Luckey, who died at the 
age of 56 in Indianapolis, represented 
the State Mutual Life there. He was 
ill and confined to his home for several 


nesota, 
at St. 








months. After a trip to New York last 
fall he suffered a heart attack. A week 
ago it was_ believed he had_ gained 


strength sufficient to warrant his going 
to his summer home on Shaeffer "Lake 
in northern Indiana. For some years 
Mr. Luckey had been chairman of the 
legislative committee of the Indianapolis 
Association of Life Underwriters and a 
member of the insurance committee of 
the Insurance Federation of Indiana. 
During several legislature sessions he 
devoted much time and anxious thought 
to promoting measures affecting insur- 
ance and thus rendered great service to 
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the business. Before going with the 
State Mutual he had been manager of 
the ordinary department of the Life of 
Virginia at Indianapolis, and had ex- 
perience with other companies prior to 
that. Funeral services were held in In- 
dianapolis and interment followed in a 


mausoleum in New York, where his 
father, the Rev. L. W. A. Luckey, re- 
sided. 


J. E. Mitchem, 53, secretary of Vic- 
tory Mutual Life of Chicago, prominent 
Negro company, died after an illness of 
about two months. He had been in the 
insurance business about 20 years and 
had been prominent in the Negro com- 
munity of Chicago. He started with the 
old Royal Life of Chicago and later be- 
came secretary of Underwriters Mutual, 
which later went out of business. When 
Victory Life of Chicago went into re- 
ceivership and Victory Mutual was cre- 


ated to take over its business, Mr. 
Mitchem was made secretary at the in- 
stance of the receiver. He was the main 
operating officer. 


Charles H. McCoy, 70, manager of 


the Equitable Society in Spokane, 
Wash., for 28 years, died in Long Beach, 
Cal., where he had been residing since 


his retirement some years ago. Born in 
Pennsylvania, Mr. McCoy resided in 
Washington 48 years. He went to Spo- 
kane as manager of the Equitable in 
1908. 


S. P. Weaver, presidént Great North- 
west Life, Spokane, has been awarded 
an honorary degree of doctor of laws 
by Gonzaga University. He has been a 
member of its law school faculty since 
1929. He was educated at Gettysburg 
College and the University of Michigan 
law school. 








NEWS OF THE COMPANIES 





Berliner Buys Control of 
American Citizens Life, O. 


Dr. S. Berliner has purchased 54 per- 
cent of the stock of American Citizens 
Life of Columbus, O., and he has be- 
come manager of sales. Dr. Berliner 
has been in this country for the past 
several years from Germany, investigat- 
ing the possibility of purchasing life 
companies. He has a connection with 
General of Italy, a fire company that 
operates in this country. The money 
for the purchase of American Citizens 
Life, it is understood, came from Italy. 
The price paid was $11.50 a share. 

Under Dr. Berliner’s management. 
American Citizens Life is specializing in 
the sale of monthly premium policies. 

Dr. Berliner has been making his 
headquarters in Washington. He was 
at one time connected with German 
Llovds Life, which was organized 
largely out of capital supplied by Gen- 
eral of Italy. German Lloyds Life 
specialized in a 20-year endowment and 
a 25-year endowment contract, sold 
without medical examination. 

American Citizens Life as of Dec. 31, 
1938, had assets $220,412, reserve $99,- 
340, capital $100,000 and net surplus 
$10,130. The president is W. H. Fled- 
derjohann and_= secretary is Edwin 
Fledderjohann. 


Manufacturers 37th Year in U. S. 


Manufacturers Life of 
celebrate its 37th year 
on June 3. The company was founded 
in 1887, but it was not until 1903 that 
it issued its first United States policy 
through the Detroit office. Since then 
its organization in this country has 
grown steadily and soundly. It now has 
more than $120,000,000 of insurance and 
deferred annuities in force in the United 
States. 


Canada _ will 
in this country 


To Wind Up Northland Life 


ST. PAUL—Affairs of the Northland 
Life are about to be wound up. It is 
understood that other companies are 
preparing bids for reinsuring the North- 
land and that this will be done in the 
near future. It originally was a Duluth 
company but some years ago was moved 
to St. Paul. In late years it has not 
been writing any new business and has 
only a small amount outstanding. 


Jerome A. Boyer Advanced 


Jerome A. Boyer, for the last five 
years with the claims department of the 
Northwestern Mutual Life in its home 
office, has been appointed assistant su- 
perintendent of claims under J. T. Gal- 
lagher, superintendent. The appoint- 
ment adds a third assistant, the present 
ones being R. L. Peters and E. P. 
Lecher. Mr. Boyer practiced law in Mil- 
waukee for several years before going 
with the Northwestern Mutual. 


J. L. Merritzen General 
Manager of Postal Union 


J. L. Merritzen, who was iormerly 
connected with the liquidation division 
of the California department and with 
several insurance companies, has been 
elected vice-president and manager of 
Postal Union Life of Los Angeles and a 
director. Other new directors are N. A. 
Young, Jr., and A. H. Boyce. 


Briney Goes to Indianapolis 

P. W. Briney, for eight years chiet 
underwriter at the head office for the 
Kentucky Home Mutual Life, has re- 
signed to go with the American United 
Life at its head office in Indianapolis. 
R. M. Long of the policyholders service 
division becomes chief underwriter, 
ceeding Mr. Briney. 


suc- 





Made New Department Manager 


E. R. Milton, who has been in charge 
of the reinstatement department of 
Shenandoah Life, has been made man- 
ager of the newly created first year pre- 
mium department. E. N. Trinkle has 
been made manager of the conservation 
department. 


AGENCY CHANGES 


Rockwell Is Utica Manager 
for Connecticut General Life 


J. H. Rockwell of the Connecticut 
General Life at Wellsville, N. Y., has 
been appointed manager of the Utica 
office at 255 Genesee street. H. J. Shack- 
elton, former manager there, had relin- 
quished his position to devote more oi 
his time to personal production. Mr. 
Rockwell has been one of the company’s 
outstanding producers in the Wellsville 
territory. 














New St. Louis Supervisors 


Ira Fischer, former president of the 
Life Underwriters Association of St. 
Louis and of the St Louis General 
Agents & Managers Association has 
been appointed by R. H. Deas, St. Louis 
manager Mutual Life of New York, to 
have charge of training of new men in 
the St. Louis area. C. C. Doyle has been 
named agency organizer in charge of 
the 58 Missouri and 18 Illinois counties 
under the jurisdiction of the St. Louis 
office. 


Opens New Southem Offices 


H. J. Hughes has been appointed 
supervisor for Alabama and Georgia for 
Shenandoah Life. He will make his 
headquarters in Montgomery. 

A branch office has been opened in 
Memphis under the guidance of T. F. 
Richardson, who has been made super- 





visor for central and western Tennessee. 
Mr. Richardson, who was formerly man- 
ager for Shenandoah Life at Nashville, 
is an experienced insurance man and 
organizer. 

In line with their recent entrance into 
Mississippi, Shenandoah Life has opened 
a branch office at Jackson with W. Q. 
Cole as manager. He has had extensive 
experience in the field. 


Swett Assistant to Traylor 


BOSTON—Fitzhugh Traylor, Bos- 
ton agency manager Equitable Society, 
has appointed W. B. Swett assistant to 
the manager, in charge of training and 
the brokerage department. Mr. Swett 
has had ten years experience in Boston 
and was formerly supervisor of the Bos- 
ton agency of the Provident Mutual Life. 


Knowles Is Portland Manager 


Donald E. Knowles has been ap- 
pointed Portland, Ore., manager of the 
Central Life of Iowa. A new general 
agency also is being opened in Eugene, 
Ore. 


Cartwright with West Coast 

The West Coast Life has appointed 
A. S. Cartwright manager at Denver in 
charge of Colorado, Wyoming and Kan: 
sas. Mr. Cartwright has been supervi- 
sor in middle- western territory for the 








Northern Life of Seattle. He formerly 
lived in Denver. He will be located at 
510 Symes building. 


Nell Named at Kalamazoo 


G. Max Nell, Jr., has been appointed 
general agent of the Old Line Life of 
America at Kalamazoo, Mich. He at- 
tended the University of Michigan and 
was active in sales and organization 
work before entering life insurance three 
years ago. 


Minnesota a Shifts 


The Minnesota Mutual Life has trans- 
ferred R. S. Gummere from Corpus 
Christi, Tex., to Wichita Falls to take 
charge of the agency there. He re- 
places Russell Cheatham, who goes to 
the home office agency department. Rus- 
sell Briggs, formerly supervisor in the 
Cheatham agency, has been appointed 
general agent at Amarillo. 











Rules on License Fee in Ohio 


COLUMBUS. O —Attorney-General 
Herbert has advised Superintendent 
Lloyd of Ohio that where a company of 
one state licenses an agent in another 
state to do business in Ohio, the Ohio 
department should charge the license fee 
prescribed by the state where the com- 
pany is domiciled. 
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the financial safety of the insuring public. 
bines protection against the hazards which threaten 
the financial program of the family head and a profit- 
able savings plan, since it can be exchanged at maturity 
for a paid-up contract of greater amount than has 
been paid in. This paid-up contract will receive divi- 
dends from the surplus earnings of the company. 


Family Thrift Protector 


A contract uniquely suitable to the needs of every 
family is The Franklin's latest contribution to 


It com- 


The Family Thrift Protector includes all members ot! 
the family group in one policy so flexible that it can 
be arranged to include new members of the family or 
put those who grow up 
proof, disability or death of the family head doesn't 
interrupt any of the benefits of the contracts. 


“on their own’. Disaster 


The addition of this exceedingly salable contract to 
the already attractive kit of Franklin agents is another 
step in the declared policy of The Franklin to put 
more money in the pockets of its agents. 


56 Years of Distinguished Service 


FRANKLIN 


LIFE INSURANCE COMPANY 


Springfield, Illinois 


CHAS E. BECKER, President 
Over $177,500,000.00 Insurance in Force 
Write Karl B. Korrady, Vice President in Charge of Pro- 


duction, about a few remaining General Agency open=- 
ings in Hlinois, Indiana and Ohio. 
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Recodification Committee Is 
Being Selected in Idaho 


Governor Bottolfsen and Insurance 
Director Walrath of Idaho are selecting 
a committee to review the insurance 
laws with a view of recodifying them 
and making them more modern and 
workable. It is hoped to have the com- 
mittee in operation by June 1. The com- 
mitee will include representatives des- 
ignated by the various insurance inter- 
ests, including companies and agents. 
Every group which operates under the 
insurance law will have a representative 
on the committee whose expenses will 
be borne by each individual group. 

“This office has found that there are 
a great many things about our insurance 
law that need changing to bring about 
better supervision to the end that the 
public will be better served in its insur- 
ance needs,” Director Walrath stated. 

Several months will intervene before 
the convening of the next legislature 
and in the interim the necessary changes 
in law will be whipped into oe ready 
for presentation by the committee 


Los Angeles C. of C. Survey 


Los Angeles chamber of com- 
through its life insurance com- 
has sent to the home offices of 
operating in Los Angeles 
county a questionnaire regarding their 
business, particularly the investment 
end, and another questionnaire to man- 
agers and general agents, concerning 
personnel, operating expenses, business 
written and in force, and earnings of 
employes and agents. 

When the answers are returned and 
compiled by the statistical department 
of the chamber, they will show how 
greatly life insurance affects the city 
and county, in the matter of protection 


The 
merce, 
mittee, 
companies 


and in the huge amounts of money that 
flows into the industrial and business 
life of the territory. 

Like all data assembled by the cham- 
ber, the original answers are destroyed 
as soon as the compilation is completed, 
so that no company or agent will suffer 
from the figures getting into unauthor- 
ized hands. 


State Farm Wyoming Meeting 


The State Farm companies held an 
agency meeting in Laramie, Wyo. W. 
E. Searle, state director, was in charge. 
Special guests were C. E. Beadles, divi- 
sional manager, and M. I. Ashey, assist- 


ant division claim manager, from the 
home office. 
A. B. Wood, president Sun Life of 


Canada, was host to the Sun Life staff 
in Spokane, Wash., and _ neighboring 
communities at a luncheon meeting. A 
group of Spokane business men tendered 
a reception to Mr. Wood. 

E. Byron Ford, president of the Fidel- 
ity & Surety Co., Manila, which is the 
Philippine Island general agent of the 
Occidental Life, is on the mainland and 
has been spending several days at the 
home office in Los Angeles. 

A frame to fit the new size and style 
of license which is being issued to Cali- 
fornia agents, brokers and solicitors has 
been designed and is being marketed by 
Miss A. V. Bowyer, Pacific Coast edi- 
tor of THe NATIONAL UNDERWRITER. Un- 
der the provisions of the insurance code, 
which are being strictly enforced by the 
California department, licensees are Te= 
quired to display their license promi- 
nently. The frame, which will assist 
agents and brokers in complying with 
this provision of the code, is of green 
levant with gold trim and may be se- 
cured from Miss Bowyer at her San 
Francisco office, 544 Market street. 


AS SEEN FROM CHICAGO 





CONDUCTS SOCIAL SECURITY PANEL 
The woman's division of the Chicago 
Life Underwriters Association con- 
ducted a panel on social security under 
the supervision of Sara Frances Jones, 
lLustgarten agency Equitable Society. It 
was the first meeting under the leader- 
ship of Mrs. Garland Kahle, executive 
manager women’s division Reno agency 
Squitable Society. Those taking part 
were Mildred Graettinger, Penn Mutual; 
Marjorie Riorden, Massachusetts Mu- 
tual; Bessie Dixon, John Hancock, and 
Helen Zepp, Equitable Society. There 
were 60 in attendance. New committee 

chairmen were introduced. 


WILL HONOR J. S. KEMPER 

The American Mutual Alliance and 
iffiliated institutions will give a dinner 
at the Blackstone Hotel, Chicago, the 
evening of June 11 in honor of J. S. 
Kemper, president Lumbermen’s Mu- 
tual Casualty, American Motorists and 
National Retailers Mutual Fire, due to 
his election as president of the United 





States Chamber of Commerce. Mr. 
Kemper is one of the important factors 
n the mutual organizations. 


GROUP SUPERVISORS PLAN PROGRAM 


H. E. Clark, Metropolitan; Hayden 
Stuessy, Marsh & McLennan, and E. S. 
Tank, Travelers, were appointed a com- 


mittee to draw up program plans for the 
Association of Chi- 


Group Supervisors 
cago for next fall. The May meeting 
was the last until September. It is the 


officials be 


on next 


plan that visiting company 
invited to lead the discussion 
year’s program. 


GUARDIAN LIFE LUNCHEON 

The Guardian Life will give a com- 
plimentary luncheon at the Palme: 
House in Chicago at noon, June 1, in 


tribute to W. W. Grosser and J. C. 
Gregsamer, new managers of its agency 
in the One North LaSalle Street build- 
ing there. They have been associated 
with the company in that agency with 
George Hoffman as manager for 24 and 
16 years respectively. Mr. Hoffman has 
already announced he will continue with 
the agency. Some of the friends of the 
two managers and others are invited. 
The home office will be represented by 
President J. A. McLain, Agency Vice- 
president F. F. Weidenborner, Dr. M. 
B. Bender, medical dirctor, and George 
Mendes, assistant superintendent of 
agents. 


NEW YORK LIFE SPRING MEETING 

The Chicago branches of New York 
Life held their spring meeting with 
Charles H. Langmuir, vice-president, 
and Henry Held of the agency service 
bureau in the home office, attending. 
James L. Hack of Peoria, Top Club 
member, also was on the program. 
Lloyd Lafot, inspector of agencies, Chi- 
cago, presided. The clearing house 
moved this week to new quarters es- 
pecially constructed for it in 140 South 
La Salle street. E. D. Brownson is the 
cashier in charge. In the new space also 
are the medical, inspection and claims 
divisions. 
ACTUARIES OUTING JUNE 

The Chicago Actuarial Club will hold 
its annual golf outing June 12 at Rolling 
Green Country Club near Arlington 
Heights, Ill. The golf tournament will 
be held in the afternoon and dinner at 
night, with awarding of golf and door 
prizes. The monthly discussion meet- 
ing will be held at a dinner June 3. W. 


W. Nipper, Mutual Trust Life, will dis- 
cuss current changes in policies and 
company practices, and Miss O. FE. Out- 
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water, actuary Benefit Association of 
Railway Employes, will take up experi- 
ence under accident and health policies. 
W. C. Green. newly elected president, 
has appointed committees, F. E. Hous- 
ton, actuary-secretary American Life 
Convention, being program chairman 
and H. C. Reeder, actuary and office 
manager Country Life, membership 
chairman. 


GOLDMAN OFFICE REARRANGED 

The La Salle ordinary agency of Pru- 
dential in Chicago, under Manager A. 
Van Goldman. now is in modern quar- 
ters in the old location in the Insurance 
Exchange building. The clerical room 
was extended by moving Mr. Goldman’s 
office and was outfitted with new steel 
files, whose tops form the counter, and a 
new system of indirect lighting. The 
brokerage department and special agents 
department were segregated, and the as- 
sistant managers’ offices were consider- 
ably enlarged and redecorated. 


Carl Page, assistant secretary and 
personnel director, Central Life of Des 
Moines, has been elected president of 
the Des Moines chapter of the National 
Office Management Association. 


J. P. Wells, Danville, Va., district 
manager Mutual Life of New York, has 
become vice-president of the south At- 
lantic division of its $250,000 Club, hav- 
ing paid for the largest amount of busi- 


Ralph Clem in Minneapolis 
Has Enlarged Jurisdiction 


Ralph C. Clem, formerly manager of 
Metropolitan Life at Harrisburg, III, 
who has been appointed manager at 
Minneapolis, succeeds the late Maurice 
N. Bowler. 

Mr. Clem, a native of Thompsonville, 
Ill., joined Metropolitan in 1925 at Car- 
bondale, Ill. Appointed an assistant 
manager in 1930, he was transferred to 
Decatur, Ill., serving there until 1933, 
when he returned to Carbondale. Less 
than a year later, Mr. Clem was ap- 
pointed general assistant manager in 
Illinois and Indiana, and also served as 
a field training supervisor. He was ap- 
pointed manager at Harrisburg in 1937. 

William B. Buckley, formerly of 
Elgin, Ill., who has been appointed man- 
ager at Harrisburg, IIl., began his serv- 
ice with Metropolitan in 1913 at Tren- 
ton, N. J. After serving there and in 
Holyoke, Mass., he was promoted in 1923 
to be an assistant manager, holding that 
position in St. Johnsbury, Vt., and Hol- 
yoke. He was appointed a manager in 
1929, his first district being in Ottawa, 
Ili. He has also had charge of Lake 
View, in Chicago; Bloomington, IIL; 
and Elgin, Ill., where he has been in 
charge since 1935. 


ness in the territory the past year. The 
club convention will be held in Quebec 
July 9-10. 











a pleasant one to travel. 
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| A Milestone 
On a Friendly Road 


On June 3rd, 1903, The Manufacturers Life opened its 
first United States Branch Office at Detroit, Michigan. 
Since that time, the United States Division has had steady 
and healthy growth and to-day comprises one of the Com- 
pany’s most productive and promising fields of operation. 


salutes its United States organization, and pays tribute 
to its ability, loyalty and untiring efforts. The Company 
also expresses its appreciation of the friendly relation- 
ships that have grown throughout the years with the 
American companies, whose co-operation and good-will 
in Home Office, Agency and Field have made the pathway 


| 

| ‘ : 

| On the occasion of this anniversary the Company 
| 

| 


At age thirty-seven our United States organization is 
looking ahead to steady growth in physical stature and 
in the power to achieve worthwhile results. It looks ahead 
also to cementing further the ties of friendship which it 
has been privileged to enjoy through these many years. 
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New Directors Named in 
Buffalo; Eric — Talks 


BUFFALO—E. Diem, Union Cen- 
hs 2 As. RR. ace Metropolitan; a 
C. Snow, general agent Penn Mutual, 
and J. M. Stryker, Massachusetts Mu- 
tual, were elected directors of the Buf- 
falo Life Underwriters Association at 
its annual meeting. 

Ww. <A. Schworm, Mutual Benefit, 
membership chairman, reported the as- 
sociation is closing the year with 318 
members. Merle Smith, chairman of 
the national convention committee, 
spoke briefly and Warren B. Smith was 
honored on his election as vice-president 
of the New York State association. Sid- 
ney Wertimer, chairman of the legisla- 
tive committee of the state association, 
reported on its convention and pre- 
sented A. L. Beck, National of Vermont, 
a certificate of honor in appreciation of 
his work as president of the local asso- 
ciation the past year. 

Eric G. Johnson, Penn Mutual, presi- 
dent Pittsburgh association, discussed 
“Simple Case Analysis and Program.” 
Declaring the average-sized case consti- 
tutes the major volume of written in- 
surance, he satd the distribution of these 
cases has much to do with the agent's 
success, 

“Programming is not a bookkeeping 
system but the fulfillment of life’s plan,” 
Mr. Johnson declared. The more fre- 
cuently a prospect is given reasons for 
buying, the more frequently will he buy. 


Wisconsin Association in 
Milwaukee June 13-14 


MILWAUKEE—The Wisconsin As- 
sociation of Life Underwriters will hold 
its annual meeting and sales congress 
at the Hotel Pfister here June 13-14. Al- 
vin Moser, Aetna Life, Milwaukee, is 
president. The Milwaukee association 
will be host. The directors will meet the 
first morning, followed by the annual 
meeting. In the afternoon there will be 
a school for local association officers. 

The sales congress will occupy all day 
Friday. Speakers will include Earl M. 
Rice, New York Life, Delavan, Wis., 
“Don’t Overlook the Little Ones;” 
Francis Wilcox, attorney, Eau Claire, 
Wis., “The Law Sells Life Insurance;” 
Prof. E. A. Gaumnitz, University of 
Wisconsin insurance instructor, “Pre- 
paring for Life Underwriting” after the 
luncheon. Afternoon speakers will be 
Frank M. See, New England Mutual, 
St. Louis, on “Ten Commandments for 
Closing the Sale;” U. S. Senator Alex- 
ander Wiley, Eau Claire, Wis., “Man 
and Government,” and C. Vivian Ander- 
son, Provident Mutual, Cincinnati, “Your 
Life Insurance Insured.” 


Hoffman Inspects Salt Lake City 

SALT LAKE CIPY—M. LE. Hoff- 
man, executive secretary National Asso- 
ciation of Life Underwriters, spent sev- 
eral days here inspecting the city’s 
facilities to handle a national conven- 
tion, Salt Lake having made a bid for 
the 1941 meeting. He conferred with 
President Frank Mozley, directors and 
Hazen Exeter, alternate national com- 
mitteeman, who presented the invitation 
at the Atlanta mid-year convention. 





Both Mr. Hoffman and Mr. Exeter 
Were guests of the Deans Club at a 
—— |. D. Spencer, president, pre- 
sided. 


Akron, 0.—-The new officers are: Presi- 
dent, Melvin F. Boice, Sun Life; vice- 
president, J. P. Smith, Mutual Life; sec- 
retary, Ralph W. Sterling, Equitable So- 
clety; trustee for three years, W.C. Pres- 
ton, Mutual Benefit Life; national com- 
mitteeman, Chester C. Lake, Travelers. 

Fort Dodge, Ia.—The association is 
completing one of the most successful 
years, L. A. Vaughan, secretary-treas- 
urer, reported. It now has 30 members. 
Phil Orchard, Sioux City manager, North- 
western National Life, spoke on the op- 
portunities in life insurance. 


Stresses Sales Improvement 
at Indianapolis Meeting 


Jack Krause, Lansing, Mich., special 
agent Penn Mutual Life, addressed the 
Indianapolis Association of Life Under- 
writers. 

“We can all write more business in 
1940 if we are willing to pay the price. 
Plain, hard, intelligent work is the one 
absolute essential these days,” he said. 

Constant activity is necessary, in cul- 
tivating contacts and friendship, in see- 
ing many prospects every day and in 
the evening, and in giving service that 
makes the prospect want the policy and 
the program suggested. When the 
average policy is smaller, even among 
quality buyers, the one answer to get 
volume is to see and serve more people 
-—to close more applications. 

A resolution of condolence and appre- 
ciation upon the death of Herbert A. 
Luckey, a past-president of the Indian- 
apolis association, was acknow ledged by 
the assemblage rising in silent tribute. 

Certificates were awarded to 26 agency 
offices in Indianapolis for 100 percent 
membership by J. E. Craigle, manager 
Prudential, who is vice-president and 
membership chairman. 


Zimmerman Announces 
His June Itinerary 


Winding up a ful] year’s speaking 
schedule that saw him appear before 
agents of 44 states as president of the 
National Association of Life Underwrit- 
ers, C. J. Zimmerman. general agent 
Connecticut Mutual, Chicago, will visit 
nine local associations in June. 

His final speaking month will begin 
in Oklahoma City and end in Skowhe- 
gan, Me., with a meeting of the Maine 
state association. At each of his appear- 
ances he will talk before general agents’ 
and managers’ groups and officers’ meet- 
ings as well as delivering an association 
address. 

His June itinerary follows: 1, Okla- 
homa City; 7, Sioux City, Ia. (state 
association); 13, Rochester; 14, Philadel- 
phia, Pa.; 15, Joplin (Missouri state as- 
sociation); 25, Harrisburg, Pa.; 27, Bur- 
lington (Vermont state association); 28, 
Manchester (New Hampshire state asso- 
ciation); 29, Skowhegan (Maine state 
association). 


Vermont Parley June 27 


The Vermont Association of Life Un- 
derwriters will hold its annual meeting 
in Burlington June 27, starting at 10:30 
a.m. C. J. Zimmerman, Chicaga, Na- 
tional association president, heads the 
speakers list. 

Roger B. Hull, managing director Na- 
tional association, will discuss national 
legislation. A. E. N. Gray, assistant sec- 
retary Prudential, will speak on “The 
Common Denominator of Success;” 
Max Fisher, Metropolitan Life home 
office, will discuss “Facts vs. Fancy.” 
Howard Lawrence, Newark general 
agent Lincoln National Life, will pre- 
sent a sales talk for the average pro- 
ducer. Prof. Herbert Greaves, affiliated 
with the Massachusetts Mutual, will 
conclude the program, The meeting will 
be held at the Burlington Country Club. 
There will be golf followed by a dinner. 
New officers will be elected. 


California Meeting All Business 


President Clark E. Bell of the Cali- 
fornia Association of Life Underwriters 
announces the state covention in Santa 
Monica June 21-22 will be strictly a 
business meeting. A meeting of the ex- 
ecutive committee and ex-presidents of 
the association will be held at 2 p. m 
June 21. 

The next morning business to come 
before the convention will be taken up 
and is expected to be disposed of before 
the day is over. There will be no social 
features nor meetings of auxiliary bodies. 


The plan is to make the convention one 
in which coordinating the work of the 
state and the 14 local associations will 
be the paramount feature. 


Portiand, Ore.—C. J. Zimmerman, 
president National association, discussed 
the TNEC and opposed entrance of the 
federal government into the private life 
insurance field. He praised the qualifi- 
cations of Oregon’s new commissioner, 
Seth B. Thompson, a former life agent 
and a guest at the meeting. 

At a morning session Mr. Zimmerman 
discussed association policies with the 
Portland general agents, managers, offi- 
cers and directors of the Portland asso- 
ciation. 

Little Rock—Nominees, to be voted on 
June 17, are: President, Tom Harder and 
Sterling Updyke; vice-president, Dan 
Weatherly; secretary, Ed Baxley and 
George Wittenberg, Jr. 


Casper, Wyo.—At a luncheon meeting 
here, final plans were formulated for the 
meeting of the Wyoming association here 
June 7. 

Ernest Sheppard reviewed the Sun Life 
convention at Palm Beach and spoke of 
the probable effect of the present war 
on Canadian life insurance companies 
and their policyholders. 

Winnipeg, Man.—M. L. McPhail, St. 
John, N. B., president Life Underwriters 
Association of Canada, outlined develop- 
ments in life insurance in Canada the 
last half century. He pointed out that 
the life agent now has a far broader 


understanding of the business than his 
predecessor and is far better equipped 
to offer service to his clients and to the 
public. 


Manchester— Hugo J. Lindahl, New 
England Mutual Life, Manchester, was 
elected president of the New Hampshire 
state association at the annual meeting 
Arthur Mills, Metropolitan Life, Dover, 
is the retiring president. Charles Cut- 
ter, Nashua, is the new vice-president 
and Guy Smart, Dover, was reelected 
secretary. 

Amurillo, Tex.—F. B. Martin, Business 
Men’s Assurance, has been elected presi- 
dent to succeed W. G. Clayton. E. D. 
Wyatt is vice-president; Nick Browning, 
secretary-treasurer; L. R. Cloninger, € 
L. Copeland, J. K. Blythe and E. R 
Archambeau, directors. 

R. M. White, Dallas manager Jefferson 
Standard Life and president of the Texas 
association, was the banquet speaker. 
G. H. Watson, Wichita Falls manager 
of the Jefferson Standard, was a guest. 


Pasadena, Cal.—Dr. L. H. Lee, medical 
director Pacific Mutual Life, gave his 
illustrated talk on the way the medical 
department handles applications for in- 
surance submitted by the field force. 

Fullerton, Cal.—The Orange 
association will be host on June 3 to the 
southern California caravan of the Los 
Angeles association, under the leader- 
ship of W. J. Stoessel, general agent 
National Life of Vermont. 

President T. J. Hunter of the Orange 
County group will preside, and Presi- 
dent Leon J. Soper, Phoenix Mutual, will 
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Forty-Sixth Year 
of 
Dependable Service | 





years, 


qualified. 


HE STATE LIFE of Indiana is a purely 

mutual, old-line, legal reserve Com- 
pany in its forty-sixth year of depend- 
able service. ... Has paid over $125,000,000 
to policyholders and beneficiaries, and in 
addition holds assets of over $53,500,000 
for their benefit. . . . Issues a wide range of 
policies from ages one day to sixty-five 
including Juvenile, 
Fund, Family Income, and other up-to-date 
forms. .. . Agency opportunities with com- 
plete training and service facilities for those 
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give greetings from the Los Angeles as- 

sociation. The program includes: ‘“Mil- 

lion Dollar Slants,” H. G. Mosler, chair- 
i Million Dollar Round Table; 
“Profitable Prospecting,’ J. L. Thomas, 

Massachusetts Mutual; ‘More Sales 


H. W. Dougher, 
and Profit 
California- 


Through Social Security,” 
John Hancock; “The Pleasure 
of Cooperation,” G. H. Page, 
Western States; “Time and Money,’ 
Homer Chaney, New England Mutual; 
and “Meeting Today’s Selling Problems,” 
W. G. Gastil, Connecticut General. 

Green Bay, Wis.—Newly elected offi- 
cers are: W. G. Heppert, Jr., Prudential, 
president, succeeding W. P. Wetzel, 
Franklin Life; E. N. Clough, New York 
Life, vice-president; Paul Vande Castle, 
Aetna Life, secretary-treasurer: R. F. 
Zimdars, Mutual Life of New York, R. L. 


Hooker, Massachusetts Protective, and 
R. Kirkelie, Metropolitan, directors. 
Madison, Wis.—John V. Hovey, Con- 


necticut Mutual, has been elected presi- 
ent; C. R. Welton, Prudential, vice-presi- 
dent; A. M. Michelson, New York Life, 
secretary; Donald Williams, Metropoli- 
Wheeler, Mutual 











tan, treasurer; Earl E. 

Benefi national committeem an; Henry 
Leivestad, New York Lif id R. Cra Lar- 
son, Northwestern Mut directors. 





Chattanooga, 
Jr., of the “Insu 
Ideas That 
attended. 


Tenn.—Fred «. Crowell, 
rance Field,” spoke on 
Work.” More than 





Sales 


100 
Tex.— These officers 
lave been elected: President, Bert Rip- 
ley, Southwestern Life; vice-president, 
Hunter Jones, Southland; secretary, J. S. 
Sowell, United Fidelity; state committee- 
nan, A. R. Duke, Life; direc- 
tors, Butler Westerfield, Union Central; 
J. J. Bissell, Bankers Life. and W. H. 
Burge, Equitable. 
Dallas O. 

Kansas 
aduation 


Wichita Falls, 


Colorado 





mings, general 
i speak at 
1e 3 when 





agent 


the gr 





ceremonies 










betwen §5 and 100 enigyrerinenoggad will be 
presented to those who have ympleted 
he training school. Ricks hetages John 
Hancock Mutual Life, hair of p 
faculty of the school, will be toastmaster. 

cet nagg t, Tex.— New officers are: 
President, J. H. Little, Equitable Society; 


e-president, — a Wi ngate, National 
fe & Accident; 


Hi ward 








Taylor, Grea 
Ne W dai * tors a “1 
American National Am 
Life; P. C. Russell, Southwestern Life; 
Bane, Southwestern Life, retiring 


and the officers. 
Weinstein has 
Webb, vice- 


resident, 
El Paseo, 
ted 


Tex.— Reuben 
president; H. D. 


been ele 





president, and R. L. e, secretary- 
treasurer. New directo re M. Me- 
Daniel and J. D. Williams 
Oklahoma City — Invitations f: 
eeting June 1 were sent to the 





Enid and Stillwater asso: 

tions. C. J. Zimmerman, president 
il] speak. 

Fort Wayne, Ind.— Will ©. Osborn, 

Exchange Bank of Cul 





tioneé association, W 
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s. D. President Seiden 
Open Spaces to Big City 





Brookings, 
the 


Mitchell of 
president of 


Arthur S. 
S. D., newly elected 
South Dakota Life 
Underwriters Asso- 


ciation, has a 
unique record of 
Seing called to 
New York City 
twice in supery:s- 
ory capacities but 


returning by pref- 





erence both times 
to the wide open 
spaces. 
Before the world 
war he wrote in- 
surance as a part- 
time agent. After . 5. ssteneit 
his return from 


France he joined the W. W. Klingman 
agency of the Equitable Society in St. 
Paul as a part-time banker agent and 
later full-time. He was advanced to 
supervisor and was most successful in 
that work. 

Mr. Mitchell’s written business placed 
him among the leaders in the Klingman 
agency for both volume and written 
cases, and when Mr. Klingman was 
elected vice-president of the Equitable 
he took Mr. Mitchell with him and 
placed him in charge of one of the New 
York City metropolitan agencies as 
manager. However, he could not get 
accustomed to the congested condition 
of the metropolis and returned to South 


Dakota. 

Through his old iriends John A. 
Stevenson and Frank H. Davis, he was 
appointed general agent of the Penn 
Mutual Life for North and South Da- 


kota and remained in that position until 
Mr. Davis again induced him to go to 
New York as supervisor in the Osborne 
Bethea agency. But Mr. Mitchell still 
preferred the country and gave up his 
supervisory work to go back to his 
home town of Brookings as a personal 
producer. 

He was elected to 
the legislature in 1 
and to the 


the lower house of 
923, 1925 and 1933 
senate in 1937 and in the 
recent primary was renominated with- 
out opposition. He has always taken 
an active interest in life insurance legis- 
lation, and originated a number of bills 
for the betterment of insurance. 

His brother, Donald E. Mitchell. now 
deputy insurance commissioner of South 


Dakota, also was supervisor for the 
Equitable, later general agent of the 
Penn Mutual for North Dakota and 
then agency instructor of the Kee 


tual Lite in Brooklyn. 


agency of the Mu 


ences during her 20 years in the busi- 


ness, 
of Utah declared 
will absolutely 


Neslen 
association 


Commissioner 


the National 


make no mistake should it decide to hold 
its 1941 convention in Salt Lake City. 
M. L. Hoffman, executive secretary of 
the National association, expressed his 


members. 
June. 


meeting the 
ected in 


pleasure in 
will 
Houston—W. H. Winn, Union 


Officers be el 


Central 


Life, was elected chairman of the newly 
organized H ouston Leaders Round 
Table, which becomes an independent 
init of the Houston association. New 
rules which provide more stringent 
qualifications for membership and which 





had been approved by the board, were 
approved. H. G. Hewitt, Texas mana- 
ger Northwestern National Life, ad- 
dressed the association. 

Port Arthur, Tex.—Officers for the en- 
suing year are: Président, Roy Sturrock, 
National Life & Accident, and secretary, 
Mrs Elizabeth Trow, Great Southern 
Life 

Denver—June § has been set as the 
date for the annual meeting. Amn after- 
noon business session will be followed 
by a dinner dance 

Sioux Falls, 8. D.—W. K. Beck was 
elected president; C. L. Hensen, vice- 


Zenner, secretary- 
irectors are: F. G. 
irnette, R. L. Me- 
Varney. 


and L. P. 
The new ad 
Winslow B 
and George 


president, 
treasurer 
Rollinger, 
Coy, J. K. 

Los Angeles——C. J. 
dent National association, 
The association 


old timer men short 


Cressey 
Zimmerman, presi- 
spoke at a 
honored 48 





breakfast. 
bers in ¢ 








Z e / f Co a 
is not a Western Life problem. A solution satisfactory 
to the producing agent as well as the Company was 
found by the Western Life in the contracts it put into 
effect four years ago. 

Typical of the results is this seven-man agency. The 
general agent in 1939 earned as a personal producer 
$2104, and as a general agent, $4612. His leading man 
earned $3539, of which $2723 was first year commis- 

the balance renewal commissions and 


sions and 


bonuses. 

General agency openings in California, Oregon, 
Washington, Idaho, Montana, Utah and Wyoming. 
Look up our financial statement. 
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presided over by C. E. Bent, Travelers, 
who has been a member since 1907. 


SALES MEETS 











Chapman Holds Eastern Rallies 
W. M. Chapman, assistant director of 
agencies Northwestern Mutual Life, and 
Dr. Robert Feldt, assistant medical di- 
rector, are conducting a series of agency 
meetings this week in the east for Gen- 
eral Agents C. A. Votaw, Scranton, Pa.; 
Herbert Smith, Harrisburg, Pa, and 
Clifford McMillen, New York City. 





Wisconsin National Muster 

The Wisconsin National Life is 
making arrangements for its agency 
conference and picnic to be _ at its 
home city, Aug. 1-3. On Aug. all the 
supervisors will be called to a. home 
office for a special meeting. The follow- 
ing day will be devoted entirely to the 
agency program. and on Aug. 3 will be 
the annual picnic. These functions of 


the Wisconsin National are always 
enjovable and inspiring. 
K. C. Life Minnesota Rally 

Kansas City Life agents in Minne- 


sota held a conference in Minneapolis 
at which W. E. Bixby, president; J. F. 
Barr and J. A. Budinger, vice-presi- 
dents, spoke. W. T. Koop, state agent, 
was in charge. 





Hold Conference in Newark 

A conference of New Jersey general 
agents of the Midland Mutual Life was 
held in Newark. J. A. Hawkins, vice- 
president and superintendent of agents, 
was chief speaker. Plans were discussed 
to increase production in New Jersey. 





Zone Meeting in Kansas 

Zone meetings of the Northwestern 
Mutual were held in Wichita, Kan., for 
southern Kansas agents and in Salina 
for northern Kansas under the direction 
of Henry W. Laffer, Wichita general 
agent. U. H. Poindexter, assistant di- 
rector of agencies, attended. 





Washington National Iowa Rally 


G. R. Kendall, president; W. G. Tall- 
man and H. B. Kendall, vice-presidents, 
Washington National, addressed Iowa 
general agents and agents at a com- 
bined agency conference and school of 
instruction in Des Moines. 





Shenandoah Life is holding its agents 
convention at Hotel Roanoke, Roanoke, 
Aug. 22-23. 


TNEC Volume on Industrial 


Is Largest of Life Series 

WASHINGTON — Part 12 of the 
TNEC proceedings, dealing with indus- 
trial insurance, is exceptionally volu- 
minous, containing 867 pages of testi- 
mony and exhibits. The volume includes 
testimony on the four largest industrial 
writing companies and in addition ma- 
terial on the agency practices of 10 
others. 








Phelan St. Louis Trust Speaker 


Towner Phelan, vice-president St. 
Louis Union Trust Co., and president of 
the Corporate Fiduciary Association, ad- 
dressed the St. Louis Life Insurance & 
Trust Association on “Estate Planning.” 





Harry Mehlman in New Post 


Harry Mehlman, who in the paSt year 
or so has been serving as an actuary for 
the Securities & Exchange Commission 
in its study of insurance for the TNEC, 
is now connected with the federal social 
security board in an actuarial capacity. 
Before entering the government service, 
he was actuary for Colorado Life. 
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~ MANAGERS 


Van Sickler St. Louis Head 

W. H. Van Sickler, State Mutual 
Life, has been elected president of the 
General Agents & Managers Associa- 
tion of St. Louis. Other new officers 
are: Vice-president, A. E. Miller, Union 
Central Life; secretary-treasurer, W. S 
Payne, Prudential; executive committee, 
A. E. Vieth, Massachusetts Mutual; L. 
S. Becker, Lincoln National; Edmund 
Burke, General American, and Paul C. 
French, New York Life. 


Sons to Handle Meeting 


The Los Angeles Life Insurance 
Managers Association has turned the 
regular meeting June 10 over to sons of 
its members, who will put on the pro- 
gram. Some months ago this same plan 
was tried out, with excellent results. 








Fellow Managers Honor Burns 


Paul S. Burns, who retired recently 
as Boston manager of the Mutual Life 
of New York after 50 years with the 
company, was given a farewell dinner by 
fellow members of the Boston General 
Agents & Life Managers Association. 
Floyd E. DeGroat, general agent, Mu- 
tual Benefit, was in charge and virtually 
all the general agents of the city parti- 
cipated. 





Buffalo Association’s Plans 


The Buffalo Life Managers Associa- 
tion plans eight regular meetings next 
year, four companies handling each meet- 
ing. 

Two golf tournaments are scheduled 
for this summer, the first June 24 and 
the final Sept. 9. 





Weeks Heads Milwaukee Cashiers 


The Life Insurance Cashiers Associa- 
tion of Milwaukee at its annual dinner 
meeting elected the following officers: 
President, J. S. Weeks, Equitable So- 
ciety; vice-president, J. A. Stadler, Lin- 
coln National Life; secretary-treasurer, 
Luella O. Tank, Acacia Mutual. 


RECORDS — 


London Life—Business the first quar- 
ter was better than for any correspond- 
ing period since the company was 
founded in 1874. Gain in insurance in 
force for the first three months, $18,900,- 
000, equals the gain for the first six 
months of 1939. . 

Supreme Liberty Life—During Na- 
tional Negro Insurance Week produc- 
tion totaled $7,000,000 which was the 
greatest record in history and perhaps 
is the largest single week’s production 
ever recorded by a Negro company. 

Shenandoah Life—New ordinary paid 
business for the first four months this 
year was more than 70 percent greater 
than for the same period last year. In 
April the company had the largest vol- 
ume in its history. 





Charles H. Symonds, who retired 12 
years ago as assistant secretary of Aetna 
Life, died at his home in Wethersfield, 
Conn. He was born in Concord, N. H., 
in 1868. 











Jefferson Standard is unsurpassed 
in size and growth by any com- 
pany founded since we began 


business in 1907. 





JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


HOME OFFICE * GREENSBORO, N. C. 











OUT IN FRONT 


Pioneering again, Liberty National 


Field Men are introducing to the 


public a new series of weekly pre- 


mium policies. 


They offer a broad- 


ened coverage new to industrial in- 


surance, at lowered rates. 


Sound, helpful supervision in the 


Field, plus policy contracts always 
ahead of the times, are two of the 
reasons why the average earnings 
of Liberty National representatives 


continue to increase. 
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lind in a ——_ War Clause. Hospital Cover 


(CONTINUED FROM PAGE 2) 











respect of dependent coverage, he said. tute is endeavoring to get the actuary wants some other wording. He said 
[here is a great diversity in rates and of the New York hospital plan to write that he approves the idea of making 
practices as among companies. He cited a paper. ; a a charge for the service. The com- 
the recent statement of Commissioner Wendell P. Coler, American United panies might have a number of stand- 
Harrington of Massachusetts that small Life, said that the insurance depart- ardized clauses for which no charge is 
companes should not write this business. ments are seeking information in the made but if the assured wants to go 
field. beyond those provisions he should pay 

Suggests Reimbursement Principle the freight. He pointed out that the 

So far as individual coverage is con- SETTLEMENT OPTIONS companies often charge a_ medical fee 
cerned, the question is, he said, whether when some special change is made that 
the rates can be held in midstream. Per- is not provided for in the contract. 
haps the reimbursement principle should The question of settlement options, He expressed the belief that if the 
be applied. Assured under hospitaliza- which has been a favorite topic of dis- Companies don't find a way to be more 
tion coverage should not be permitted cussion at actuarial meetings in recent Just in charging the cost of beneficiary 
to make a profit by skimping on the years, was again discussed in Chicago. clauses, the legislatures may draw up 
accomodations that they ard he said. A. G. Hann, Pacific Mutual, led off with unwelcome rules. 

W. A. Milliman, Equitable Society, the atetent that the companies must ? 
expressed the belief that, the growth of curtail the cost of making and adminis- Long Time Guarantees 
non-profit hospital associations is slow- tering income settlements. He ex- D. Kineke, Prudential, said he ap- 


ing down. At the same time the hos- 
pital group coverage business of private 
companies is accelerating. One reason 
may be that the hospital associations 
are confining their efforts largely to 
those who are in the range that uses 
semi-private facilities. There are a lim- 
number of those who fall in that 


ited 

group. The group companies. on the 
other hand, offer greater flexibility of 
coverage and they are aiming at the 
ward type. Moreover the group com- 
panies are providing surgical benefits 


and this is popular. 

At first, he said, the promoters of hos- 
pital assoeiations ignored insurance con- 
siderations but now the managements of 
those associations recognize that they 
must adhere to the insurance fundamen- 
tals. 

Don’t Ananlyze Experience 

Few associations have analyzed their 
experience, he said. They are running 
into the full cost of maternity benefits. 
Usually there is a 10 or 12 month pro- 
bationary period in this respect. Few 
of the associations now recognize the 
extent of the cost that they will ulti- 
mately ‘bear in connection with these 
benefits. 

Apparently the claim rate is increas- 
ing with the increasing term of insur- 
ance. This may be due to a deteriora- 
tion of lives following the initial selec- 
tion, withdrawal of healthier lives, and 
the fact that those insured are becoming 
alive to the possibilities of the coverage 
and because doctors are recommending 
hospitalization more commonly when 
they find that a patient has the coverage. 

Mr. Hohaus inquired whether the ac- 
tuaries were receiving requests from 
hospital associations for free consulta- 
tion and advice. About eight members 
indicated that they received such re- 
quests. Mr. Hohaus said that the insti- 
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pressed the belief the companies should 
be willing to pay installments to mem- 
bers of the immediate family of the as- 
sured but they should not be in the busi- 
ness of drawing and administering wills. 
All deposit options, he said, should be 
based on a guaranteed rate of interest 
not higher than 2% percent. The com- 
pany should educate its agents to refrain 
from making demands for complicated 
settlements. Much of the difficulty 
is due to the over zealous attitude 
on the part of agents who believe that 
service consists in arranging for pay- 
ment of proceeds in an individual and 
complicated manner. 

Mr. Hann referred to the bill that was 
introduced in the recent session of the 
New York legislature to limit the pe- 
riod during which insurance companies 
might make distribution to payees. 


Might Charge for Service 


Mr. Hann suggested that the insurers 
might make a charge for the service, in- 
asmuch as settlement options consist of 
administering a trust. The charge might 
be according to a specific scale based 
on actual cost to be deducted from the 
excess interest that is allowed. 

There might be included in the policy 
itself a Statement that the granting of 
options is subject to restrictions. 

G. M. Bryce. Lincoln National, ex- 
pressed the opinion that there is too 
much of the theory of keeping up with 
the Joneses, insofar as settlement op- 
tions are concerned. Competition is 
forcing the companies to do things that 
they don’t want to do. The question is 
one of true equity between policyhold- 
ers. The drafting of some clauses costs 
the company as much as $25, he said. 
Chen frequently after the clause is 
drafted, it is “wrecked” by a lawyer who 


proves a reduction in guaranteed interest 
rates to a point somewhat below 2% 
percent. These rates are guaranteed for 
many 


more years into the future than 
anything else that the insurer 


guaran- 
tees, he observed. 

W. P. Coler, American United Life, 
asked why the companies continue to 
insert the settlement provisions in the 
policies. He suggested that the com- 
panies might insert in the policy only 
the option which the assured requests. 

Ross Moyer, Continental Assurance, 
offered a dissenting note by stating that 
most of the settlement option work the 
companies are called upon to do is in 
connection with large policies which 
have a better persistency than the com- 
pany average; that business may be 
more profitable to the companies than 
the smaller policies where the assured 
does not invoke the settlement privi- 
leges. 


Currency Exchange 


Two Canadians discussed the ques- 
tion of currency exchange and related 
situations in the war period. W. J. 
Adams, Canada Life, recalled that the 
foreign exchange control board of Can- 
ada was established Sept. 15, 1939. Its 
purpose was to afford protection to the 
whole Canadian financial structure, to 
enable Canada to meet all of its financial 
obligations and accumulate United 
States funds with which to purchase war 
necessities from the United States. It 
exercises control over the import and 
export of money and credits. 


Canadian companies selling to the 
United States must sell for United 
States’ dollars only. Then they must 


sell their dollars to the control board. 
The board will sell Canadian dollars to 
the Canadian interests for payment of 
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rate of exchange fixed 
by the board. Capital exports and im- 
ports are subject to control. Canadians 
may switch from one foreign security to 
another and non-residents of Canada 

may sell Canadian securities to other 
non-residents. Non-residents with de- 
posits in Canada may withdraw amounts 
up to $5,000 and the withdrawals will 
be serviced by the control board at the 

discount rate of 11 percent. Ricca 
that the depositor must convert 
withdrawals at the open market rate in 
the United States. 


imports at the 


his 


Interest Payments 


Interest payments on Canadian securi- 
ties may be made with dollars supplied 
by the control board, providing the 
earnings justify the payment. 

Recognizing that insurance companies 
occupy a unique position. the control 
board permits life companies to continue 
to conduct their business in accordance 
with normal procedure. The Canadian 
business of American and British com- 
panies can be carried on normally and 
those companies can withdraw current 
earnings. Only in very minor respects 
are the operations of insurance com- 
panies affected. One of the regulations 
is that a Canadian company is not per- 
mitted to sell policies in United States 
dollars to Canadians. However. a Cana- 
dian company can sell a Canadian cur- 
rency policy to a non-resident. There 
are special markings on checks notifying 
the banks of the right of conversion at 
the fixed rates. 

The board requires insurance compa- 
nies to make quarterly reports. The 
board is avoiding interference with nor- 
mal routine. 

V. R. Smith, Confederation Life, said 
that this is the first time that Canada 


has forsaken free market in currency 
and securities. Heretofore there has 
been a free ebb and flow of friendly 
dollars between the United States and 
Canada. The neutrality act of the 
United States, he said, stopped that 
flow. Canada had to service its debt 
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in the United States and finance its im- 
ports. He observed that the greatest 
trade between any two countries in the 
world lies between Canada and the 
United States. Canada is generally 
short on United States dollars and long 
on other currencies, he observed. Ac- 
cordingly, Canada had to exercise some 
control so as to avoid buying things in 
the United States that could be done 
without. 

Balance in Currencies 

The life companies in Canada, he said. 
balance their assets and liabilities in the 
same currency. Some companies, as a 
matter of fact, are long on United States 
currency and short on other currency. 

The open market rate is determined, 
he said, between citizens of other coun- 
tries. It consists of the sale of credit 
in Canada owned by non-residents to 
other non-residents. : 

He said there have been some efforts 
to “chisel.” For instance, an assured in 
the United States may have a policy in 
Canadian currency. He makes a policy 
loan and gets United States dollars at 
the fixed rate. He can then go into the 
open market and for fewer United 
States dollars than he has received he 
can buy enough Canadian dollars to 
repay the loan. However, the com- 
panies have set up controls to take care 
of those situations, he said. 

Mr. Hohaus declared that his com- 
pany had received the utmost coopera- 
tion from the control board and had en- 
countered no difficulty whatsoever. 


Shepherd’s Paper 


There was a rather prolonged discus- 
sion of the paper re at the pre- 
vious meeting by C. O. Shepherd. * ‘The 
Legal Reserve System in the United 
States.” The discussion centered mainly 
about the problems incident to the use 
of a single standard for valuation of 


reserves and calculation of non-for- 
feiture values. : _ 
R. L. Guest of State Mutual Life de- 


clared that the gross premium system, 
rather than the net system, is more 
flexible but with the necessity of dealing 
with so many insurance departments 
there would be a great deal of confusion 
in arriving at the proper gross premium 
standard to be used. Hence, he feels that 
with such a wide group of supervisory 
officials, the use of the gross premium 
system would ‘be impractical. 

In the 1920's, he said, State Mutual 
was building surplus at a rapid rate and 
the point was approaching when the 
legal maximum would be reached. The 
management considered the wisdom 
under the circumstances of changing the 
valuation standards on a large block of 
old business. It decided to change to 
the uniform American 3 percent basis 
but that seemed to be impossible to do 
under the current laws without increas- 
ing the surrender value. The solution 
was that the company put up about 
$2,000,000 in special reserves. A def- 
inite relationship between surrender and 
reserve standards hampers the com- 
panies in improving standards on old 
business, he said. The companies have 
been able to increase their reserves on 
annuities and disability because the sur- 
render problem was not involved. “If 
we had to increase surrender values 
with reserves in these lines,” he said, “I 
would fight for permission to increase 
surplus beyond the legal maximum and 
not change the valuation standard.” 

Mr. Shepherd explained that in his 
paper he did not advocate the gross 
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premium valuation as a legal reserve 
standard. 

Others contributing to this discussion 
were H. H. Jackson, National Life; Ben- 
jamin Holmes, Confederation Life, and 
A. N. Guertin, actuary of the New Jer- 
sey department, whose paper was read 
by B. E. Shepherd, Life Presidents 
Association. 

There was a discussion of a paper pre- 
sented at the previous meeting by W. A. 


Jenkins on profit margin by plan of 
insurance, 
R. L. Guest expressed the opinion 


that the variation in cost may be greater 
by amount by ages at issue than by plan. 
That would indicate, for instance, a 
higher cost for juvenile policies, because 
the average amount of juvenile insurance 
is smaller. However, it would be imprac- 
ticable to increase the rates for juvenile 
because it would be difficulty to justify 
such a scale to the public. For reasons 
of expediency, the allocation of expense 
by plan or amount cannot be rigidly 
adhered to in its implications always. 

R. G. Stagg, Lincoln National, said 
that much can be done in the way of 
study of mortality by plan and also in 
the variations in expense rate by plan. 
Probably less has been done in this di- 
rection because the actuaries have been 
inclined to follow the annual statement 
form and do not set up a system of 
internal cost accounting. 


Responsibilities of 
Agent in Contacting 
Public Stressed 


(CONTINUED FROM PAGE 3) 

Mr. Bursley told how he has his pros- 
pecting system organized so he always 
has twice as many people to call upon as 
he needed to have, so he will always 
have a place to go. 

Definite objectives are set by Mr. 
Huberman He calls on 50 to 60 age 
changes each month, which gives him 15 
good prospects every week. He strives 
for at least one application by Friday of 
each week. He always plans his ap- 
proach, using the consultant and not the 
high pressure plan, and he talks life, not 
life insurance. 

“No man has ever left our business 
voluntarily who had in his desk a well 
organized, live and active group of pros- 
pects. This is the kev to all the success 
he will expect to find,” E. W. Gale, 
agency assistant, declared. By keeping 
active in at least one group, developing 
centers of influence, using qualified lists, 
the agent should keep busy getting new 
prospects. By acquiring knowledge the 
agent can win respect and distinction. 
He should be enthusiastic, courageous 
and cultivate a friendly interest in other 


people. The agent’s function, Mr, Gale 
said, is to uncover and fill needs for life 
insurance. 

Prospects for Business Cover 


Sole owner, partnership and corpora- 
tion are the three sources of business in- 
surance, C. H. Emanuelson, assistant 
general agent Braunig agency in Bos- 
ton, pointed out. As most one man 
businesses die with the owner, the sole 
owner should buy life insurance to pro- 
vide money for his family to live on in 
case he dies. 


Steel Policy Box 





the surviving partner makes it important 
that a partnership buy life insurance. 
Under the law, heirs of the deceased are 
entitled to liquidate their share of the 
partnership which may compel the sur- 
viving partner to wind up the business 
at a loss. Business insurance takes care 
of the complicated problems involved be- 
fore they occur so that the survivor has 
complete ownership and the family of 
the deceased has a guaranteed price for 
its interest. 

To avoid complications, corporations, 
particularly close ones, should have 
some provision for the remaining stock- 
holders to retain the business. Buy and 
sell agreements, a method for determin- 
ing stock value and life insurance to 
provide needed cash eliminate many of 
the complications, Mr. Emanuelson said. 

Every agent should study his market 
carefully, Corydon K. Litchard, Spring- 
field, Mass., general agent, said. He ad- 
vised determining a plan for selling 
which fits an agent’s personality. 

W. W. Vander Woly, Springfield, M. 
H. Bowles, Bangor, Me. and G. M. 
Galt, Springfield, stressed the need f 
consistent production. The social se- 
curity act was reviewed by C. W. Hall, 
assistant director of agencies. The act 
focuses attention on the needs of old age 
and gets every one thinking about this 
problem, thus providing a broader mar- 
ket for life insurance. 

O. S. Spencer, Hartford general agent, 
and J. S. Braunig, Boston general agent, 
presided at the Swampscott meeting. M. 
L. Buchanan, Boston, was chairman of 
the special C. L. U. luncheon. 

At the Niagara Falls gathering Mr. 
Fischer spoke and W. M. Benton, agency 
secretary, commended the sales leaders. 
R. J. Katz, Rochester, J. D. Finlayson, 
Detroit, C. E. Pejeau, Cleveland, Irvin 
Bendiner, New York Life, Philadelphia, 
were among the speakers. George E. 
Lackey, Detroit general agent, and E. J. 
Schlitzer, Rochester, N. Y., general 
agent, presided. A playlet on direct mail 
advertising was staged. 

Hampton H. Irwin, president Massa- 
chusetts Mutual C L. U. chapter, De- 
troit, was chairman at the luncheon 
meeting. 


Nashua Agency Wins Trophy 

Ranking highest in all-round results 
among the company’s agencies in 1939, 
and winning the “Veterans’ Trophy,” 
the Nashua, N. H., district staff of the 
Metropolitan Life, Louis P. Lemay 
manager, celebrated with a dinner at 
which President L. A. Lincoln was 
principal speaker. Guests included Gov- 
ernor Murphy and Commissioner Rouil- 
lard of New Hampshire, Mayor Eugene 
Lemay of Nashua and many New Eng- 
land district managers. 
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Fraternal Day Is 
Held in Peoria, Ill. 


PEORIA, ILL.—“Our fraternal or- 
ganizations are the best examples of 
Republican democracy,” O. E. Aleshire, 
Rock Island, president Modern Wood- 
men, said in a talk at a banquet which 
vound up the annual fraternal day here. 

“We used to be competitors,” Mr. 
Aleshire said, “but I think we all real- 
ize today our greatest success lies in 
being cooperators. Insurance is the 
greatest economic, social and welfare in- 
stitution in the world. Without it busi- 
ness could not be carried on. There are 
64,000,000 policyholders carrying 110 
billion dollars in life insurance, and I 
don’t believe 64 million Americans can 
be wrong. 

“Fraternal societies, in addition to 
providing insurance, are service organ- 
izations helping their members to im- 
prove their relations and practice the 
homely virtues of living,” he concluded. 
“They teach a way of living.” 


Mrs. McCurdy on Program 


Mrs. Grace W. McCurdy, Rock 
Island, head of Royal Neighbors. ex- 
pressed belief that “the spread of fra- 
ternal orders in Europe such as we 
have would provide the means of set- 


tling differences in a friendly manner 
instead of by brute force.” 
J. P. Stock, Chicago, Illinois man- 


ager Maccabees brought greetings from 


the Illinois Fraternal Congress, and 
Mrs. Margaret Keate, Chicago, did 
likewise for the Woman’s_ Benefit. 


Thomas Haege, Modern Woodmen, was 
general chairman of the Peoria commit- 
tee in charge. His aides were H. H. 
Sandman, Maccabees, vice-president Pe- 
oria Fraternal Congress, and Ruth C. 
Faulkin. W.B.A., congress secretary- 
treasurer. 


Dr. Gaudin Is Returned as 
Catholic Knights President 


ST. LOUIS—Dr. Felix Gaudin, New 
Orleans, was elected president of Cath- 
olic Knights of America at the triennial 
convention here. He served in that 
capacity for 34 years prior to 1937 when 
he was elected past president. 

Other officers elected are: Vice-pres- 
ident, W. E. Byrnes, Houston, Tex.; 
secretary, N. E. Patrick, Tell City, Ind.; 
treasurer, George Koerdesmier, Little 
Rock, Ark. C. N. Pope, Morrison, Mo., 
was elected trustee for a term of six 
years, and Theodore Heigel, Conway, 
Ark., and Matthew Deitrich, Chicago, 
trustees for three year terms. Joseph 
es Cincinnati, is the retiring presi- 
dent 


It was voted to engage an organizer 


with the power to appoint state and dis- 
trict organizers to extend the work. 
Houston was selected as the convention 
city for 1943. 


W. O. W. Golden Anniversary 


The Woodmen of the World of 
Omaha, whose president is De E. Brad- 
shaw, has invited its friends to visit the 
home office June 6 in honor of its 
golden anniversary, it having been 
founded in 1890. There will be open 
house at headquarters in the morning. 
At 3 p. m. there will be a street parade. 
At 7 p. m. there will be a nation-wide 
broadcast over WOW, blue network, at 
the city auditorium. 

Production in the golden anniversary 
campaign totaled $27,984,614 May 21, it 
was reported by R. E. Miller, national 
promotion director, and Orson Stiles of 
the organization department. Texas was 
in the lead with $5,131,650; North Caro- 
lina second, $2,547,000; Georgia third, 
$2,409,850; Alabama fourth, $2,202,100, 
and Louisiana fifth, $1,549,100. The 
national individual leader for the period 
was L. A. Richard of Louisiana, with 


$317,750, and the national high producer 


for the two weeks May 7-21 was 
Harris of Arkansas with $56,000. There 
were 1,733 field men submitting appli- 
cations, 334 qualified for the honor roll 
and 2,896 camps filed applications. 





Congress Reelects Workmeister 


MILAUWKEE—Otto Workmeister, 
Modern Woodmen, was reelected for a 
third term as president of the Milwau- 
kee Fraternal Congress. Other officers 
chosen were vice-president, Ernest Lu- 
beck, Odd Fellows; secretary, Leo Pack- 
ard, Knights of Pythias, and treasurer, 
Lillian Sharen, Degree of Honor. It was 
voted to make fraternal day at the Wis- 
consin state fair next fall a statewide 
event. Fraternal groups throughout the 
state will be invited to participate plac- 
ing special emphasis on Americanism. 
Further plans will be made at a meeting 
of a committee representing the congress 
and the Milwaukee Fraternal Life Un- 
derwriters Association, with fair repre- 
sentatives. 


C. O. F. Convention Is Aug. 6-8 


The quadrennial convention of Cath- 
olic Order of Foresters will be held in 
Dayton, O., Aug. 6-8. T. H. Cannon, 
head of the society, will preside. A high 
mass and a banquet will be held. The 
60 piece juvenile band of Columbus will 
lead a parade to the mass. Foresters 
from the northwest area of the country 
will gather in Chicago to take a special 
train leaving over the Pennsylvania 
railroad Aug. 5. A committee of 20 
members representing various jurisdic- 
tions will meet in Chicago the week be- 
fore the convention to consider consti- 
tutional and other changes to be pro- 
posed at Dayton. 


K. of C. Membership Grows 
SUPERIOR, WIS.—A sustained 


growth in the insurance membership of 
Wisconsin state council of Knights of 
Columbus was reported at the annual 
convention here by Vincent Reinkober, 
Chilton, state insurance chairman. The 
Wisconsin council, although eighth in 
total membership in the nation, ranks 
sixth among the 65 jurisdictional dis- 
tricts in insurance gains. 








R. I. Fraternal in Receivership 

PROVIDENCE — The _ Societe St. 
Jean Baptiste de Phenix, Rhode Island 
fraternal, has been placed in receivership 
by the superior court at the instigation 
of the Rhode Island department. H. N. 
Morin, deputy chief of the department 
of business regulation, was appointed 
permanent receiver. 


Mrs. Talley’s Husband Dies 


John Talley, husband of Dora Alex- 
ander Talley, head of Woodmen Circle, 
Omaha, died of a heart attack there 
this week. He and Mrs. Talley had been 
in Florida for several months, both re- 
cuperating from illness. Services were 
held in Omaha and also were to be held 
this week end in Garland, Tex., Mr. Tal- 
ley’s old home. 





Wisconsin Congress to Meet 


The Wisconsin Fraternal Congress 
will hold its mid-year meeting in the 
Loraine Hotel, Madison, June 8. A fea- 
ture will be a round table discussion of 
underwriting. J. P. Michalski, Milwau- 
kee, is president, N. J. Williams, presi- 
dent Equitable Reserve, is vice-president, 
and G. A. Comstock, Neenah, Wis., sec- 
retary-treasurer. 
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Insurance on Juniors Being 
Written by New England 


BOSTON—New England Mutual 1s 
making available to children ages 5-10 
the regular policy forms, thus offering 
not juvenile insurance, but including full 
benefits and values as heretofore issued 
only at age 10 and above. Because of 
statutes of New York and New Jersey, 
the minimm age in those states will con- 
tinue to be 10. 

Dividends, which begin at the end of 
the first year under these regular poli- 
cies, are expected not to vary much 
from those for contracts issued at age 10. 

In the announcement, New England 
Mutual pointed out that “insurance on 
juniors” has great advantages as a 
means of building funds for education or 
emergencies, and enabling parents to 
help their children get a real head start 
on their later insurance needs. 

The announcement calls attention to 
the fact that the special market for “in- 
surance On juniors” is composed of 
fathers who are fully insured or unin- 
surable. The prospect, it emphasizes, 
should first consider the question of suf- 
ficient insurance on his own life to meet 
the needs of his family. 


Drop Minimum Quarterly Premium 

The Prudential has decided to discon- 
tinue the $7.50 minimum quarterly pre- 
mium rule, which appears in the ordi- 
nary rate book. The change in no way 
effects the minimum monthly premium 
requirements. 


When L. C. Mersfelder, Oklahoma 
manager Kansas City Life, goes hunting 
or fishing, the agency force has a treat. 
Returning from a one-day fishing jaunt 
on the Illinois river he gave a fish din- 
ner for the Oklahoma-City agents and 
office force. 











WOODMEN of the WORLD 
LIFE INSURANGE SOGIETY 


Celebrating on June 6 
the fiftieth anniversary of 
its birth, and in full realiza- 
tion of the great service 
performed by life insur- 
ance through nearly 100 
years of American history, 
extends to the insurance 
fraternity of North Amer- 
ica its cordial good wishes, 
and voices its desire to 
share with all similar home- 
serving institutions in the 
satisfaction of a continu- 


ously creditable record. 


De E. Bradshaw, 


Pres. 


Omaha, 
Nebr. 
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Greater Service Is Best 
Answer to Public Relations 


SAN FRANCISCO—Necessity and 
yalue of improving public relations 
through rendering greater service was 
stressed at the annual northern Califor- 
nia sales congress sponsored here by 
the San Francisco and Oakland-East- 
Bay Life Underwriters Associations. 

The more than 650 underwriters in 
attendance heard not only C. J. Zimmer- 
man, national association president, and 
Henry E. North, vice-president Metro- 
politan Life, refer to what might be ac- 
complished along these lines, but two 
guest speakers expressed themselves in 
a similar vein. 

W. H. Thomson, president Anglo- 
California National Bank of San Fran- 
ciso, urged life companies and agents to 
tell the public the part insurance plays 
in the economic structure of the nation 
and the community at home. Too many 
people, he said, feel that the life com- 
pany is a long way off, that its funds 
are put into development in “other sec- 
tions of the country,” little realizing 
what the companies are doing right at 
home with the policyholders’ money. 
There is too little appreciation, he said, 
of the important part played by life in- 
surance in the commercial and everyday 
life of each community. 


Agency System Endorsed 


The present agency system should and 
will continue, Mr. Thompson declared. 
One of the very good reasons for its 
continuance is that through the efforts 
of agents the companies are able to per- 
petuate “this great economic benefaction 
by constantly supplying new blood and 
savings to meet the obligations to pol- 
icyholders.”’ 

Mr. Thomson asked 20 employes of 
his bank about life insurance. The ma- 
jority felt that agents did poor selling 
jobs, and about half of them felt that 
the agent had made a nuisance of him- 
self. Many felt that the agent was not 
properly equipped, that he had no com- 
prehensive knowledge of what he was 
trying to sell and failed to explain the 
features of the policy. Many agents 
have a distorted notion of what consti- 
tutes adequate protection, it was held. 
Two of those queried felt the agent was 
more interested in his commission than 
in the welfare of the prospect. Other 
agents, according to the survey, had .no 
sense or judgment of human values and 
were cold and impersonal. Two women 
employes had never been approached by 
any agent. 


Stresses Making Right Contact 


Mr. Thomson stressed the necessity 
for proper analysis of prospects with 
possibly some “centralized control” with- 
in agencies so that the right agent would 
make the right contact. Many pros- 
pects, he said, are ruined by an improper 
approach and a “botch job” spoils it 
for another agent who might have done 
a job right. He urged agents to study 
the personality of their prospects, to 
show a proper interest in them; to call 
at the proper time, not to rush the pros- 
pect and not to oversell him, 

Through the further extension of the 
C. L. U. movement and the develop- 
ment of leaders, much may be done 
along proper public relations lines, Mr. 
North said. The C. L. U.’s should be 
leaders, setting an example in thought 
and action and in their relations with 
the public. However, there must be no 
“class distinction” between those who 
have received the designation and others 
who are doing an equally fine job in 
their field, he said. Referring to the 
TNEC hearings and the movement to 


eliminate the agency system, Mr. North 
said he did not believe one single thing 
had been brought out at the Washing- 
ton hearings which might be _ held 
against life insurance except possibly 
there are not enough trained men to 
justify calling them men in a profes- 
sional line. He urged that the stand- 
ards be raised to where agents might 
classify themselves as professional men. 
He urged greater service to the public, 
pointing out that companies and agents 
must be prepared to serve the public as 
no other agency can serve it, stressing 
the value of subordination of company 
afhliation and the representation of life 
insurance as an institution. 


Service Key to Future 


“As long as we, as private institutions, 
are able to give the public service and 
give it in a better way than any govern- 
mental agency can give it, then we will 
not have to worry. The will of the peo- 
ple will prevail and if they look on us 
as benefactors and leaders, we can rest 
assured our institution will go along in 
such a way it will always be beneficial 
to the public,” declared Mr. North. 

Good public relations through proper 
selling was stressed by Albert A. Rosen- 
shine, San Francisco attorney on the 
Quarter Million Round Table program. 
The fundamental problem is not one of 
high pressure salesmanship but one of 
education, he said. The place where the 
education should begin, he said, is in the 
young man, primarily because the rates 
are low and there can be built up in his 
mind the idea of systematic savings, the 
creation of an estate and in addition a 
recognition of the fact that the plan you 
are setting up will be flexible enough for 
him to meet the unknown exigencies of 
life. 

Threats of the TNEC, savings bank 
insurance and the post office annuities 
“will fade into thin air if the agents each 
day fulfill their obligations to the pub- 
lic and serve it as they have the oppor- 


tunity to serve,’ Mr. Zimmerman 
pointed out. 

Samuel W. Coombs, Equitable Society, 
president Oakland-East Bay association, 
presided at the opening session with Joe 
Bobba, Sun Life, Oakland, providing en- 
tertainment. 

Henry Mosler, Los Angeles, chairman 
Million Dollar Round Table, pointed to 
the “incalculable significance” of what 
life insurance, as a profession, can effect 
in the economic world today. The sell- 
ing of every policy, with its resultant 
benefit, is a definite and practical phase 
of social service, because life insurance 
is a potent sociological factor, ‘he said. 
Life insurance benefits must be evalu- 
ated in terms of the happiness and con- 
tentment of the individual, the holding 
together of families and their continua- 
tion as family units years after the de- 
mise of the breadwinners. 

“Are we going to peddle a commod- 
ity, Or are we going to discover the 
needs which life insurance serves and 
then to each individual sell the insur- 
ance which will most adequately and 
advantageously fill those needs?”, Mr. 
Mosler asked. “When a prospect recog- 
nizes that an agent is really trying to 
serve his interests, not just sell insur- 
ance, he will look to the agent for con- 
tinued guidance. A client will have been 
obtained rather than a policyholder.” 


Luck For Man Who Tries 


Jack McCord, general agent Colum- 
bian National, Los Angeles, discussed 
“Selling Is a Game.” He urged the ne- 
cessity for confidence, spirit and enthu- 
siasm. “The fellow who has the most 
luck is the one who tries the hardest. 
Every man has the making of a cham- 
pion within him and when he reaches 
the absolute peak of his ability in his 
performance, he is a champion.” 

At the afternoon session presided over 
by H. K. Cassidy, general agent Pacific 
Mutual Life, president San Francisco 
association, opened with presentation of 
certificates to the qualified members of 
the Quarter Million Round Table of 
which George Bowman, New York Life, 
is chairman. 

Members of the group then put on a 
“sales congress within a sales congress” 
with five speakers. Samuel W. Coombs, 





Service Stressed by Harry Wright 





PHILADELPHIA Harry ¥- 
Wright, Chicago million-dollar producer 
of the Equitable Society and National 
association vice-president, stressed the 
necessity of hard work in successful 
selling before the Philadelphia Associa- 
tion of Life Underwriters. He writes 
from 140 to 150 cases a year, most of 
them $10,000 or less. Last year his 
premiums aggregated $64,000. He also 
believes in his product and invests 25 
percent of his income in life insurance. 

Mr. Wright offered four suggestions: 

1. “Don’t waste your time on the pro- 
fessional procrastinator—the person who 
says ‘I'll talk it over with you in three 
months.’ Make your appointment on the 
first telephone call or, hard as it may 
seem, toss that prospect card in the 
waste paper basket. Don’t develop the 
‘call-back system.’ 

2. “Remember that service after the 
policy is sold is essential—See to it that 
the premiums are paid; that the policy 
holder doesn’t become discouraged and 
drop his policy. This involves from 25 
to 50 times as much work as the original 
sale. 


Simple, Direct Approach Effective 


3. “Don’t get too complicated. De- 
velop a direct, simple approach to the 
needs and problems of the prospect. 
Leading from one field to another con- 


fuses the other person and may discour- 
age him, 

“Be sincere. First, sell yourself on 
your business. Then it will be easier to 
sell others. Cooperate with your su- 
periors in the field. The company is 
watching you with as much interest as 
you are watching each one of your 
cases. 

Touching on service after the sale of 
a policy, Mr. Wright contended that 
efforts keeping a policy from lapsing 
give an agent greater satisfaction at 
times than writing a new one. He de- 
picted the agent not as a salesman but 
as an adviser devoted to the interests of 
his client and the latter’s family. 

“Of the $1,200,000 in claims I have 
settled,” Mr. Wright stated, “I’d ven- 
ture to say that no more than 10 per- 
cent of them would have been made had 
it not been for the field service that kept 
those policies in force. Too often the 
objector is the wife, for whose benefit 
the policy is taken out. Some of them 
just ‘don’t believe in insurance’ and 
others seem to think that the amount 
of the premium laid aside from year to 
vear will give greater returns in the end. 
That’s where the agent learns what 
service is—convincing these people that 
life insurance is not only protection but 
also savings.” 


Equitable Society, Oakland, president 
the Oakland-East Bay association, dis- 
cussed “Why People Buy.” Every man 
has at least three conscious desires: (1) 
To make a favorable living for himself 
and family. (2) To provide money for a 
secure future. (3) To provide for his 
family in event of death. Nine-tenths 
of the people buy without knowing why 
they buy, but the salesman must know 
why the prospect buys, Mr. Coombs 
pointed out. 


Get Self Believed In 


Mrs. Bruce M. Ashton, Connecticut 
General Life, only woman member of 
the “Quarter Million Round Table,” 
spoke on “Why Prestige?” The major 
problems of all life agents is getting 
themselves believed in, she said. While 
prestige is an intangible quality, the 
means of attaining it are definite and 
concrete. “1. You must deserve it. 2. 
You must build it. 3. You must concen- 
trate upon it.” 

V. von Senden, 
York Life’s Top Club and a $1,000,000 
producer, spoke on “Why Life Insur- 
ance as a Career.” “To be a career man 
in life insurance, he said, “your clients 
must trust you implicitly and you must 
have courage.” 

A skit, “Why People Don’t Buy,” was 
presented by G. F. McKenna, manager 
Continental Assurance, and W. 
Power, general agent Connecticut Mu- 
tual Life. 

“What It Takes to Talk,” was dis- 
cussed by Prof. Arnold Perstein, Uni- 
versity of California. He urged a proper 
sense of humor and imagination and 
that education be made a never-ending 
process. 

Following the congress a reception for 
President Zimmerman was held by offi- 
cers and committeemen of the San 
Francisco and Oakland-East Bay and 
co-operating associations. 

V. T. Motschenbacher, San Francisco, 
manager Sun Life, served as general 
chairman. 

The next morning association officers 
met in Oakland with Mr. Zimmerman, 
followed by a luncheon for general 
agents and managers at which Mr. Zim- 
merman was the principal speaker. 


CL. U. 


Panel Discussion on Taxes 


A panel discussion on “Recent Devel- 
opments in the Tax Field Affecting Es- 
tate et. is being held by the Los 
Angeles C. L. U. chapter. 

Marvin | ‘Sherman, Equitable Society, 
heads the panel. Other participants are 
F. C. Duckett, Northwestern Mutual: 
Raywood Frazier, Union Central; Millar 
Hickox, Prudential, and Ron Stever, 
Equitable Society. 


president New 











Discuss Business Insurance 


At a discussion of business insurance 
by the Dallas C. L. U. chapter, John P. 
Costello, Southwestern Life, president of 
the chapter, talked on partnership i insur- 
ance and Lloyd W. Klingman, Equit- 
able Society, on corporation insurance. 





Tax Trends Discussed 


Pointing out a contrary tendency be- 
tween the extension of state control 
over estate and inheritance taxes and 
the general tendency toward federal 
control in other matters, Merlin M. 
Dunbar, tax consultant and former field 
tax counsel of the Bureau of Internal 
Revenue addressed the Indianapolis 
C.L.U. at a luncheon meeting Monday. 

There is a recurrent tendency toward 
multiple taxation of intangibles by 
various states, which the Supreme Court 
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in former decisions had looked upon 
with disfavor, the speaker said. 

‘Then there is a trend under which 
the general centralization of authority 


Washington is not being applied with 
to estate and inheritance taxa- 
to the same degree as in other mat- 


reterence 


tio1 


S. Supreme Court 
decisions have recently had the effect of 
circumventing former decisions in es- 
matters. The authority of the states 
matters is apparently increas- 
corresponding tendency 
Washington. 


“In some U. 


iact, 


tate 
in estate 
ing. with a 
toward decentralization in 


These tendencies are obviously con- 
trary and in teresting as examples ot 
governmental policies.” he declared. 


Greene St. Louis President 


General 


lames C. Greene, supervisor 
\merican Life, has been elected presi- 
dent of the St. Louis C.L.U. chapter, 
ae William King, Mutual Ben- 
efit Life. 

The new vice-president is C. A. EI- 
liott, John Hancock: secretary, Joseph 
Peterson, Guardian Life. 


Fire-Casualty Lines Due 
for TNEC Check-up 


(CONTINUED FROM PAGE 3) 
ended by the TNEC investigators. 
Discussing this possibility, he said: 
“Life insuramce agents are actually at 
a disadvantage these days in competing 
with other investment institutions. The 
building and loan associations have the 
federal deposit guarantee. So have the 
savings banks. Since they have had this 
setup the growth of the building and 
loan associations has been phenomenal. 
Similarly, thousands of new savings ac- 
counts have been opened by banks all 
over the country, principally because of 
the $5,000 guaranty of the Federal De- 
posit Insurance Corporation. 
“In line with the policy of.the admin- 
istration, those who have been conduct- 


ing this investigation of life insurance 
will make their appeal to those who con- 
stitute the largest group, and_= in 
life insurance this means the agents. 


Everyone knows that the agents far out- 
number the company officials and the at- 
titude of the TNEC investigators is that 

life insurance business may be 
nd, but the agent who is an integral 
part of it, has not been getting sufficient 
consideration. His position needs to be 
improved, and it is the aim of the TNEC 


to improve it. 


the 






“Life insurance men are wrong who 
have feared that as a result of this inves- 
tigation the government is going to go 
in the life insurance business. The final 
TNEC report w shh not recommend that 
the government engage in the writing of 


ife insurance oy will, however, advo- 
ate some sort of one supervi- 
which will operate perhaps some- 
what as do the regulations of the SEC 
the Federal Deposit Insurance Cor- 
poratior Some members of the TNEC 
group favor a federal guaranty of some 
or velieving that the position of the 
vent 1 the eld would be greatly 
trengthened if he could refer to the 
government being in back of a life in- 
surance policy in the same sense that it 
is behind a federally guaranteed bank or 
building and loan association.” 


Zimmerman Against 
Use of Comparisons 


(CONTINUED FROM PAGE 1) 


in our busi- 
almost en- 


rife 
been 


at one were 
ess but whi have 

tirely eliminated.” 
Reminding that in many 

such comparisons are illegal be- 

~ igh heer, 

cause they are incomplete, Mr. Zimmer- 


time 


icn 


whi 


listeners 


qe 
nis 


States 


man said, “everywhere, underwriters 
consider the dissemination of such com- 
parisons as unqualifiedly unethical! 


pa 


AGNATIONAL' UNDERWRITER 


Good ethics is just good business and 
to use these figures in the incomplete 
form in which they have appeared in 
the public press would be nothing less 
than poor business foresight. By doing 
so the life underwriter can only hope to 
undermine public confidence in his busi- 
ness, which has so nobly withstood the 
shocks of the financial, economic and 
social plagues of a century. 


Declares Practice Is Unethical 


“As agents we must face the situation 
squarely in the light of our ethical 
principles. Unfair criticisms and incom- 
plete comparisons have always proved 
weapons in competition. To use 
now, at a time when the institu- 
itself is marshalled on a_ united 
to combat such unethical attacks 
from outside its ranks, is to tear down 
the good will and high standards of 
business conduct which have been so 
successfully built up by life insurance 
since the beginning of the century. 

Mr. Zimmerman cited the fact that net 
cost figures have always been availabe 
in published form, but stated that the 
use of such material as released by a 
governmental committee implies govern- 
mental approval and should thus be uni- 
versally condemned. 

“As president of the National Asso- 
ciation of Life Underwriters,” he con- 
cluded, “I denounce any such _ unfair, 
destructive practices and urge all un- 
derwriters to desist from them, while 
at the same time endorsing a continua- 
tion of ethical, constructive competition 
as it has existed. I am certain that the 
field forces recognize that public inter- 
est requires the necessity of protecting 
and maintaining only those constructive 
principles which are far the public 
good.” 


Life Counsel Meet 
at Hot Springs 


poor 
them 
tion 

front 


(CONTINUED FROM PAGE 3) 

risk of through destruction or im- 
pairment of that interest by the hap- 
pening of designated perils; the insurer 
assumes that risk of loss; such assump- 
tion is part of a general scheme to dis- 
tribute actual losses among a large 
group of persons bearing similar risks; 
a premium is paid, which is considera- 
tion for the insurer’s promise and con- 
of a ratable contribution to a 
general insurance fund. 

Mr. Bartels said if a contract pos- 
sesses only the first three elements, it is 
a risk-shifting device. He credited Pro- 
fessor Vance in “Vance on Insurance” 
for the definition. Various other factors 
quoted by other authorities further to 
define insurance were cited. 

There seems to be considerable social 
desirability for the type of protected 
sale and loan contract under which it 


loss 


sists 


. is agreed to insure at the lender’s ex- 


pense and apply proceeds for the bene- 
fit of a borrower as the equivalent. It is 
true, Mr. Bartels said, some court might 
regard such an agreement as the equiv- 
alent of an agreement to cancel the debt 
upon death. 

There was attendance and the 
splendid golfing weather drew many of 
the attorneys to the tees. 

Ralph H. Kastner, associate counsel 
American Life Convention, was in at- 
tendance and took part in the discussion. 

J. W. Kinsinger, general counsel of 
Mid-West Life, Lincoln, Neb., gave a 
valuable paper on “The Life Insurance 
Law of Nebraska.” It covered defini- 
tions, conflict of laws, statutory regula- 
tion and supervision, agents and bro- 
kers, contract and policy, premiums and 
premium recovery of premiums 


vood 


notes, 


paid, assignment and transfer, abandon- 
ment, surrender, reformation, cancella- 
tion, rescission, avoidance and forfeiture 


of policies, cause of death, notice and 
proofs of death, arbitration, compromise, 
settlement, extent of liability of insurer, 
reinsurance, jurisdiction, process, venue, 
actions on policies, double indemnity 
benefits, total and permanent disability 
benefits and group insurance. 


War Clause a 
Being Pondered 


(CONTINUED FROM PAGE 1) 


hold on this side of the war, and the 
uncertainty as to what Germany will do 
if it is successful, life agents are calling 
attention to young men of military age 
in the United States of the desirability 
ot carrying as much life insurance as 
they can afford before the companies 
take any action as to war clauses. 


War Clauses May Come 


If war clauses are adopted then the 
coverage becomes more limited. Agents 
are not scaremongers and are not en- 


deavoring to unduly increase solicitude. 
If Germany conquers and inflicts on the 
Allies severe penalties which will prac- 
tically emasculate the English fleet, then 
undoubtedly the United States will re- 
gard itself in a dangerous position, espe- 


cially if Germany intends to make re- 
prisals on Allies’ possessions on this 
side. With the English fleet no longer 


protecting the Atlantic, the United 
States then, of course, will have a very 
serious problem on its hands with Japan 


in the far east as militaristic as Ger- 
many. 
Presenting Subject to Prospects 

Agents, therefore, are simply calling 


attention of the situation to young men 
and suggesting that they take insurance 
now, and even if there be no war they 
cannot make a better purchase than in- 
vesting part of their income in life in- 
surance. 

There has been some upturn in pro- 
duction and at least.a small percentage 
can be accounted for because of young 
men of military age purchasing life in- 
surance. Many agents have made a list 
of all young men who might be called 
to the colors with whom they are ac- 
quainted or about whom they have some 
knowledge and are making a systematic 
canvass. 

Some agents that have been urging 
younger men to buy insurance now 
against the day when a war clause might 
be applied, report that they encounter 
two negative reactions. The prospect 
may say that, if called to the service, he 
would be provided with government in- 
surance, and that if he were in the armed 


forces he would lack the wherewithal 
to pay premiums for additional insur- 
ance. 
Buy Policies on Sons 

Agents have found that fathers of 
young men of military age frequently 


are willing to buy and pay for insurance 
for their sons, however. 

Companies doing business in Canada 
report a relatively greater production 
increase in business there than in this 
country despite the fact that practically 
all business written in Canada carries a 
war Clause if there is any prospect that 
it will be needed. 

Apparently the relatively larger in- 
crease in Canadian business is due to 
the war, which has caused a greater ap- 
preciation of the need of life insurance 
and has also stimulated business, giving 
more people the surplus purchasing 
power with which to pay premiums. 
While war orders have caused consider- 
able activity in some lines of business in 
the United States the war boom has not 
been on long enough or been sufficiently 
widespread so that any of the increase in 
business can be traced to it. 

LeRoy Neal, agent of the John Han- 
cock Mutual Life at Herkimer, N. Y 
has been promoted to assistant at Utica, 
N. Y., under Manager MaclIsaac. 


with ‘both 


vedi 


receptior 

















Seek Basen Reports 
Fewer Canadian Life Agents 


TORONTO—In_ recent years life 
companies in Canada have been devot- 


ing much attention to improving the 
caliber of their agents. Several com- 
panies following this practice have 


found that a smaller number of agents 
were able to produce an actually larger 
volume of business. 


A survey by the Sales Research Bu- 


reau, just released, shows the number 
of agents in Canada Aug. 1, 1939, 
totaled 12,900; or 12 percent smaller 
than in 1934. 


It includes 9,700 with ordinary com- 
panies or ordinary departments of indus- 
trial companies. The remaining 3,200 
were industrial agents, most of whom 
sold both ordinary and industrial in- 
surance. The survey is based on re- 
turns from 22 companies representing 
88 percent of the new ordinary and in- 
dustrial business in 1938. 

Segregating the trends of ordinary and 
industrial agents, the Research Bureau 
finds the decrease more pronounced 
among ordinary agents than industrial 
agents. Analyzed by types of contract, 
the bureau finds full-time ordinary con- 
tracts have decreased 16 percent, while 
part-time and brokerage contracts have 
decreased 6 percent since 1934. The 
number of ordinary agencies in Canada 
is estimated at well over 500. Indus- 
trial agencies number 125. 

Head office employes in Canada are 
estimated at 7,000, including officers. Of 
these about 5,600 are in ordinary com- 
panies and 1,400 in industrial. Clerks 
in life insurance agencies in Canada 
number about 3,000, of which 2,100 are 
in ordinary and the rest in industrial. 

This makes a total of 10, 000 people 
emploved by life companies in Canada 
aside from agents. 





Community Property Decision 

LOS ANGELES — The interest of 
the wife in community property in Cali- 
fornia is a distinct species of ownership 
which is not subject to the federal es- 
tate tax, upon the death of the husband, 
Federal Judge Yankwich has ruled in a 
suit to recover the tax from the treasury 
department. Judge Yankwich awarded 
to the Bank of America, National Trust 
& Savings Association, trustee and dis- 
tributee of the estate of Parker M. 
Lewis, $9,282 with interest. 

“Tf, despite the husband’s power of 
management and control over the com- 
munity property during his life time, the 
wife may return, as her own, one-half 
of the income from it, I fail to see why, 
after his death, her share, now wholly 
released of his management or control, 
should be considered a part of his estate. 


Her share, upon the husband’s death, 
‘belongs’ to her. How, then, could it 
also ‘belong’ to the husband’s estate and 


be a part of it?” the court asserted. 





Metropolitan Rally in Des Moines 


Several hundred Iowa and Nebraska 
agents of the Metropolitan Life attended 
a two-day regional meeting in Des 
Moines. Home office representatives in 
attendance included E. H. Wilkes, vice- 
president; Cecil J. North and Arthur W. 
Tretheway, third vice-presidents; Glen 
J. Spahn, superintendent of agencies; 
John H. Van Horn, Joseph F. Senior 
and John F. Daniels, agency supervi- 


sors; Gale Johnston, regional manager 
group division, Harry Lucas, division 
supervisor. 














—— 


In 1939 our ratio of lapse to 
insurance in force was low- 
est in the company’s history. 
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CASH BONDS | MORTGAGE LOANS OTHER ASSETS 
COMPANY ote ‘. ; am iis Public Miscel- i" Real 
1 overnment) un aiiroa rm Othe : Othe 
Gross Assets - Municinal Utility laneous . , po Estate Stocks All ’ 
Ohio National. ........... 48,390,609 579,259 1,173,272} 14,871,062 1,224,357 138,436 535,591 7,814,079 8,838,375 7,725 36 4,283,946)............]a 1,406,870 
. (1.2%) (2.4%) (30.7%) (25%) (0.3%) (1.1%; (15.7%) (18.3%) (16.0%) GS | C.... ay (2.9%) 
Pacific Mutual............ 242,562,512 4.125,145| 36,170,998 9,782,610} 10,157,638) 15,973,407 5,557,958 1,432,216} 69,068,803 34,031,336 5,916,239 1,697,473 /a 38,648,683 
(1.7%) (14.9%) (4.0%) (4.2%) (6.6%) (2.3%) (0.6%) (28.5%) (14.0%) (6.6%) 0.7%)) (15.9%) 
Pan-American Life........ 39,807,960 1,181,161 891,618 15,415,277 121,493 457,337 150,659 197,725 9,607,895 8,190,052 1,492,546 595,346/2 1,626,851 
(3.0%) (2.0%) (38.7%) (0.5%) (1.1%) (0.4%) (0.5%, (24.1%) (20.6%) (3.5%) (1.5%) (4.1%) 
Penn Mutual Life........ 739,651,829 34,091,824) m174, 448, 972} 58,718,392} 83,307,773] 104,624,327} 10,248,202 3,793,711} 97,544,081 $2,472,784; 60,117,683 8,930,850 21,365,224 
(4.6%) (23.6%) (7.9%) (11.3%) (14.1%) (1.4%) (0.5%) (13.2%) (11.2%) (8.1%) (1.2%) (2.9%) 
Phoenix Mutual. ......... 254,553,006 9,691,072) 54,691,337 8,643,156) 17,665,467) 35,259,277 4,467,741 17,567, 114| 44,875,784 28,223,732] 22,819,307 3,517,156 7,126,863 
(3.8% (21.5%) (3.4%) (6.9%) (13.8%) (1.8%) (6.9%) (17.6°%) (11.1%) (9.0%) 1.4%)) (2.8%) 
Provident Mutual......... 363,926,646 15,174,765|m_ 71,406,376 a 57,693,631 57,653,780} 12,319,757 2,301,341 55, 532: 912) 40,828,470; 28,929,896 4,412,565 10,141,954 
: (4.2%) (19.6%) (2.6% (15.9%) (15.8%) (3.4%) (0.6%) 115.3%) (11.2%) (74%) (1.2%) (2.8%) 
si | 4,069,399,979 92,511,096|m947, 148, 510) 251, 922.007 367,278,505} 386,494,599) 262,628,429 177,193,637] 823,351,793]} 336,053,831) 217,198,974) 69,207,051/a 138,350,457 
7 (2.3%) (23.3%) (6.2%) (9.0%) (9.5%) (6.4%) (4.4%, (20.2%) (8.3%) (5.3%) (1.7%) 3.4%) 
Reliance Life............. 124,242,639 1,443,293|m_ 17,979,426 5,953,830) 24,102,873) 37,477,332 6,078,165 ‘ 2 23,330,606 A | a 3,744,218 
(1.2%) (14.5%) (4.8%) (19.4%) (30.2%) (4.9%) , (2.0%) (18.8%) (1.2%) ( ) (3.0%) 
Southland Life........... 31,190,317 1,993,792 41,906 2.871,197 Co.  aeeereres 750,115 1,333,534) 6,245,448 8,729,210 6,855,440 153 2,116,394 
(6.497) (0.1%) (9.2%) (9.5%) ee ) (2.4%) (4.3%) (20.0%) (28.0%) (22.0%) (0.3%) 6.8%)) 
Southwestern Life........ 69,847,665 1,657,304) 10,755,293)  14,568,579)....... 1,272.350 2,208,017 13,520,838) 4,520,420 14,245,021 2,946,778 576,928 3,565, 137 
(2.4%) (15.4%) (20.8%) eae Vs (1.8%) (3.2%) (19.4%) (6.5%) (20.4%: (4.2%) (0.8%) (5.1%) 
State Life, Ind............ 53,719,293 1,951,818 3,426,067 SOMRAOE. ... 5. - 00 aa eer 2,270, 13,902,842! | ere 1,497,608 
(3.6°%) (6.5°%) (6.6%) eae Ca ( me (4.2%) (26.6%) (25.9%) (23.8%) Gti. (2.8%) 
State Mutual............. 191,805,640 3.679,449 32,384,945 10.716,298 16, ta seo 32,113,214 yi |. ree 35,260,825 25,568,789 17,565,207 3615682 6,760,546 
(1.9%) (16.9%) (5.6%) (8.5 (16.72%) (4.1%) | See) (18.4%: (13.3%) (9.2%) (1.9%) (3.5%) 
Sun Life, Can...........0. 912,255,439 33, Le 148,348,248} 91,276,220 37,117,189] 146,901,045 37, Po 201 1,044,520} 38,032,635 84,535,780 24,851,819) 242,447,539 ye 
(3.6% (16.2%) 10.0%) (4.1%) (16.1%) (4.1%) (0.1%) (4.2%) (9.3%) (2.7%) (26.6%) 
De 1,043, 262,563 21, 314.670 381,424,292} 63,773,133} 37,006,182) 80,900,751 23,972,554 33,036,876}  45,€62,977/| 116,117,009} 56,344,154)  26,691,345/a 136318620 
(2.0%) (36.6%) (6.1%) (3.5%) (7.8%) (2.3%) (3.2%, (4.4%) (11.1%) (5.4%) (2.6%) (15.0% 
Union Central............ 397,084,174 19,800,910)m 47,352,873 40,931,683 9,447,496 26,421,901 3,234,169 39,063,598} 65,739,297 53, 781, 101 80,143,928) ....... P 11, 197, 218 
(5.0%) (11.9%) (10.3%) (2.4%) (6.7%) (0.8%) (9.8%) (16.6%) (13.5% (20.2%) ak re (2.8% 
United Benefit............ 14,941,939 434,096|m 362,326 3,896,318 303,925 1,046,141 286,598 305,247 2,527,784 1878 509 1,645.719 677,086|a 1,214,190 
(2.9%) (2.4%) (28.6%) (2.0%) (7.0%) (1.9% (21%) (16.9%) (12.6%) (11.0%) (4.5%) (3.1%) 
Volunteer State........... 25,804,729 807,520 1,048,542 3,149,720 1,622,817 1,169,746 214,783 1,144,368 6,193,584 6,933,325 2,663,941 62.684 793,599 
(3.1%) (4.1%) (12.2%) (6.3%) (4.5%) (0.8%) (4.4%) (24.0%) (26.9%) (10.3%) (0.3%) (3.1%) 
Washington National ..... 49,326,575 2,278,817 7,837,680 2,351,209 1,148,883 2,293,066 140,231 588,981 10,807,486 7,624,184 9,362,230 2,882,342}1 1,311,406 
(4.6%) (15.9%) - (4.8%) (2.3%) (6.1%) (0.3%) (1.2%) (21.9%) (15.4%) (19.0%) (5.8%) (2.7%) 
West-Coast Life.......... 26,652,459 1,645,918 1,377,669 1,094,626 944,877 1,364,818 360,112 1,396,213 7,705,955 5,356,684) 3,237,896 635,293 1,532,398 
c (5.2%) (4.2%) (3.5%) (5.1%) (1.4%) (5.2%) (28.9%) (20.1%) (12.1%) (2.4%) (5.7%) 
Western & Southern. ..... 180,895,054 527,306 68,216,454 (i ey Baers aa os 516,448 1,746,482} 68,822,108 8,786,103 15,047,429 492.351 10,849,764 
Ry (37.7%) (2.7% [ eee) RRS (0.3%) (1.0%) (38.0%' (4.9%) (8.3%, (0.3%) (6.0%) 
Average 1939 | (3.07%) | (19.03%) (7.73% (9.82%) | (13.03%) (4.59%) (2.99%) | (15.62%) || (10.84%) (6.80%) (2.57%) (3.91%) 
Average 1938 (2.65%) (18.33% (7.69% sf) £10.34%) (11.€1%) (4.59%) (3.24%) (15.62%) (11.83%) (7.29%) (2.73%) (4.07%) 


















































*Includes Premium Notes. a Includes Accident and Health Dept. m Includes Government Guaranteed Bonds. fAmortized Value. 
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SOCIAL SECURITY BENEFITS 


© « ee e Pull the slider and read the answer 


It is exceedingly easy to determine Social The Hinkle Social Security Slide Rule which You carry a fountain pen for the con- 
Security benefits with the Hinkle Slide Rule. gives close approximations is carried by more venience of prospects in signing applications. 
You set the slider at the amount of average Underwriters than any other calculating de- Why not carry a Hinkle Slide Rule in your 
Monthly Earnings and read down for the vice on the market. 50,000 of these rules vest pocket and perhaps open up a profit- 
Monthly Benefits under the various pro- have been sold’ since the original law was able deal through showing your friends and 
visions of the Law. You don’t need a pencil; passed in 1936. It is light in weight, good acquaintances what their Social Security bene- 
nothing to calculate. looking and will last a lifetime. fits will amount to. 



















































































CITY AND STATE e 





Printed in U. 8. A. 





ao ne ee 150 200 aso SOCIAL SEGUE i TITLE RETIREMENT BENEFITS PRICES 
CI, Aes eee ee 8 co x a fro oo 6. Single Rules. ...$1.00 Lots of 10, each.$ .85 
age 
mact amtow | Pip ip 1p 8» ow it sipemneicamets Lots of 5, each.. .90 Lots of 25, each. .80 
corti oe weenie waanun 
al ie ae a ee | | ie (d) Widow at age 65. fn ee 8 ee eee eeeeoeeoe 
$20 MONTHLY INCOME 25 30 4 so 5s {e) Widow with hid 1 
$10 MONTHLY INCOME 15 20 25 30 {f) Dependent parent, ! a - m 
ral * ee ee SE Te idtepan ' Diamond Life Bulletins 
G,© 515 MONTHLY INCOME 20 25 30 35 40 45 a pon 420 East Fourth $ : 
reverse 
$120 150 2 2 350 ape i tree 
i Ae cb: Pt LN Ue a 1 es Re ee FS one ) Cincinnati, Ohio 
| 
FRONT Please send me _SOCIAL SECURITY 
SYNOPSIS OF SECTION 202 SOCIAL SECURITY ACT AS AMENDED AUCUST 1939 ' ~~, 
PRIMARY INSURANCE BENEFIT Begins ot Crome upon) WIDOWS CURRENT INSURANCE BENEFIT Begins at Ceaser soos ' ‘a Check Enclosed [| Charge My Account 
income to ly nared ind ogn Gente Ouch | fe) Manly came to widows of on nda whe SSS 3 Sane 1 hat 
WIFE'S INSURANCE mae oe tek ewe a bald eattind wo 8 ine 
income to wile, age 65, of individual 2 aah of PARENT'S INSURANCE BENEFIT \ NAME 
CHILD'S INSURANCE BENEFIT Retromend 1 Age . i 
{c) Monthly income to dopendect, wmoried id, of parent 2 Memege aera Sore ae ' f 
peels. ep bar come, Ata ome po DEATH BENEFIT shies ' COMPANY ___ 
WIDOW'S INSURANCE eeneniy he Sane edd poh fra cout tant ane \ 
(Rae Berens fe eos y jos wade benein endo ba 1 tO? ee : STREET ADDRESS. —se 
an 
| 
' 
! 
' 











XUM 





DISTRIBUTION OF ASSETS OF COMPANIES 


WITH 100 MILLIONS OR MORE ORDINARY IN FORCE 








COMPANY 
Gross Assets 


BONDS 


MORTGAGE LOANS 


OTHER ASSETS 





CASH 
and 
Deposits 


State 
County 
Municipal 


Government 


Railroad 


Public 
Utility 


Miscel- 
laneous 


Farm Other 


Policy 
Loans 


Real 


Estate Tonks 


All Other 





Acacia Mutual 
Aetna Life 

Amer. Nati., Tex. 
Amer. United, Ind 


Atlantic Life 
Bankers, la 
Bankers Life, Neb. 
Berkshire Life 


Business Men's Assur.. ... 


Calif.-Western States 
Canada Life 
Central Life, la. 


Columbian National 
Columbus Mutual 
Connecticut General 


Connecticut Mutual 


Continental Amer 


Continental Assur., lil... . 


Country Life, i 
Equitable Life, N. ¥ 


Equitable Life la. 
Fidelity Mutual 
Franklin Life 


Home Life, N. Y 
Illinois Bankers 
Indianapolis Life 


Jefferson Standard 


John Hancock 
Kansas City Life 
Life Ins. Co. of Va. 
Lincoln National 


National Life, Vt... 


New England Mutual... .. 


86,969,322 
672,642,597 
86,880,595 
52,123,258 


31,360,210 
240,885,721 
40,054,348 
65,607,887 


20,162,760 
54,971,153 
277,532,644 
49,278,302 


49,964,599 
34,703,312 
269,497,244 
365.751,887 


24,962,505 
34,045,803 
10,688,481 
2,422,443, 297 


194,123,796 
131,773,949 

40,345,017 
129, 243,328 


52,806,951 
167,844, 198 
23,629,050 
141,009,117 


108,478,061 
28,490,908 
24,156,319 
88,428,490 


1,002,708,434 
114,925,253 
106,858,639 
157,584,546 


134,970,839 
177,808,634 
692,220,628 
5,244,922, 218 


31,589,615 


715,900,396 
1,469,974,751 


73,692,635 
215,219,925 
473,656,651 


2,765,757,856 


75,255,213 
66,528,691 





2 ne : 546, 917 
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